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CHAPTER I  
INTRODUCTION 
Purpose and Need fo r  th e  Study
The pu rpose  o f t h i s  s tu d y  was to  conduct e x ten s iv e  e m p iric a l 
re sea rc h  a s s o c ia te d  w ith  th e  e s ta b lish m e n t o f a  d ia p e r s e rv ic e  in  
G reat F a l l s .  C onclusions a re  based on th e  f e a s i b i l i t y  o f th e  v e n tu re .
The absen ce  o f any d ia p e r  s e rv ic e  w ith in  th e  C ity  of G reat 
F a l ls  u n d e rsco res  th e  need fo r  a study  o f t h i s  type . R esearch was 
in tended  to  d e te rm in e  i f  G reat F a l l s  would be a s u i ta b le  lo c a t io n  
fo r  a d ia p e r  s e r v ic e .  An a ttem p t was made to  a s c e r ta in  why a d ia p e r  
s e rv ic e  has n o t been p re v io u s ly  p rov ided  fo r  custom ers. The v a rio u s  
s o c ia l ,  econom ic, and o th e r  r e la te d  f a c to r s  were s tu d ie d  fo r  t h e i r  
in f lu e n c e  on th e  f e a s i b i l i t y  o f th e  d ia p e r  s e r v ic e .
Only two b a s ic  assum ptions were in v o lv ed  in  th e  fo rm u la tio n  
of t h i s  p a p e r . F i r s t ,  t h a t  b i r t h  r a te s  and tre n d s  in  G reat F a l ls  
w i l l  con tin u e  a t  p re s e n t  le v e ls  o r perhaps in c re a s e  s l i g h t ly .  Second, 
th a t  th e  d e s i r e  fo r  t h i s  s e rv ic e  w i l l  c o n s t i tu te  more of a r e s t r a i n t  
than  consumer p u rc h a s in g  power. Assuming a g iven  base  of d ia p e r-a g e  
in f a n ts ,  e i th e r  c lo th  o r d isp o sa b le  d ia p e rs  w i l l  con tin u e  to  be used . 
Consumer p re fe re n c e  in  t h i s  a re a  was reg ard ed  as  a p iv o ta l  a sp e c t of 
th is  s tu d y .
L im ita tio n s  o f  R esearch and D e f in i t io n  
o f th e  Approach
The scope o f t h i s  s tu d y  was l im ite d  to  th e  C ity  of G reat F a l l s ,  
Malmstrom A ir Force B ase, and r u r a l  ro u te s .  However, two case s tu d ie s  
o f e x i s t in g  d ia p e r  s e rv ic e s  a re  in c lu d ed  a s  a s e p a ra te  ch ap te r o f t h i s  
p ap er. By n e c e s s i ty ,  each was conducted o u ts id e  th e  G reat F a l ls  a re a . 
D iaper s e rv ic e s  lo c a te d  in  Denver and B o u ld er, Colorado were s e le c te d  
as no d ia p e r  s e r v ic e  i s  c u r r e n t ly  o p e ra tin g  w ith in  th e  e n t i r e  S ta te  o f 
Montana.
In  g e n e ra l ,  th e  approach  tak en  was e m p ir ic a l in  n a tu re . Case 
s tu d ie s  were conducted e a r ly  in  th e  s tu d y  and f in d in g s  a re  used in  
co n ju n c tio n  w ith  secondary  re s e a rc h  e f f o r t s .  The d i r e c t io n  provided  
by th e  case  s tu d ie s  and th e  a d a p ta t io n  o f a p p ro p r ia te  f in d in g s  to  a c tu a l  
b u s in ess  o p e ra tio n s  proved to  be  a v a lu a b le  a s s e t  in  a id in g  e m p iric a l 
re s e a rc h .
T his paper i s  composed o f f iv e  m ajor a re a s :  (1) Case S tu d ie s ,
(2) M arket P o te n t i a l ,  (3) P rom otiona l C o n s id e ra tio n s , (4) F in a n c ia l 
A sp ec ts , and (5) C onclusions and Recommendations.
N oting th a t  a  d ia p e r  s e r v ic e  does n o t p r e s e n tly  e x i s t ,  a c r u c ia l  
and d e te rm in in g  f a c to r  o f t h i s  s tu d y  was th e  m arket a n a ly s is .  Both 
th e  c u rre n t d ia p e r  s e rv ic e  and d isp o sa b le  d ia p e r  m arkets a re  d iscu ssed  
and e v a lu a te d  as a  g e n e ra l m arket overview . S p e c if ic  m arket re se a rc h  
was developed through  a sample survey  d ire c te d  toward re c e n t and expec­
ta n t  m others. A d d itio n a lly , h o s p i ta l  o b s t e t r i c  n u rse s  were in te rv iew ed  
fo r  t h e i r  r e a c t io n  to  th e  d ia p e r  s e r v ic e .  The purpose o f th e  sample 
survey  and in te rv ie w s  was tw o -fo ld . I t  was p a r t i a l l y  in tended  to
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examine th e  r e c e n t  tre n d  tow ard d isp o sa b le  d ia p e r  u sage . But more 
im p o rtan tly  to  e s t a b l i s h  th e  demand elem ent and a t t i t u d e s  about th e  
d ia p e r  s e r v ic e .  On th e  s u r fa c e ,  i t  does n o t appear to  be a q u es tio n  
o f p u rch asin g  power in f lu e n c in g  th e  m arket p o t e n t i a l .  However, th e re  
may be some s u b t l e ,  l e s s  obvious rea so n s  fo r  e i th e r  p u b lic  o r i n s t i t u ­
t io n a l  r e s i s t a n c e  to  a d ia p e r  s e r v ic e .  H o p efu lly , t h i s  m arket study  
w i l l  d is c lo s e  any c o n d itio n s  and v a r ia b le s  p re v e n tin g  e s tab lish m en t o f 
th e  d ia p e r  s e r v ic e .  On th e  o th e r  hand, a h ig h ly  e n th u s ia s t ic  p u b lic  
r e a c t io n  cou ld  mean th a t  lo c a l  businessm en may have overlooked a po ten ­
t i a l l y  p r o f i t a b l e  v e n tu re .
The p ro m o tio n a l s e c t io n  fo cu ses  a t t e n t io n  on id e n t i fy in g  th e  
s e rv ic e  and i n i t i a t i n g  o p e ra t io n s . The m a jo r ity  o f p rom otional e f f o r t  
must e s t a b l i s h  b o th  p u b lic  aw areness and fo llow -up  in fo rm a tio n . Any 
form of media a d v e r t is in g  has in h e re n t  c o s t - b e n e f i t  r e la t io n s h ip s .  
T h e re fo re , m edia were compared from t h i s  v iew p o in t. O ther techn iques 
which may p rove d e s i r a b le  fo r  exposure a n d /o r f in a n c ia l  reasons were 
a ls o  re se a rc h e d .
The f in a n c ia l  p o r t io n  o f  th e  s tu d y  d e a ls  d i r e c t l y  w ith  in te r n a l  
o p e ra tio n s  r e l a t i n g  to  th e  fo llo w in g : (1) s t a r t  up c o s ts ;  (2) b u s i­
ness form; (3) lo c a t io n ;  (4) ta x  c o n s id e ra t io n s ;  and (5) sources and 
p rocedures fo r  o u ts id e  f in a n c in g . A b reakeven  a n a ly s is  and th e  r e tu rn  
on in v estm en t c a lc u la t io n  were computed. A p ro je c te d  income s ta tem en t 
in d ic a t in g  ex pec ted  p r o f i t s  o r lo s s e s  was c a lc u la te d .  Expected lo s se s  
from normal usage  and custom er " p i l f e r a g e "  were a ls o  p ro je c te d .
P rim ary  d a ta  were g en era ted  from th e  case  s tu d ie s ,  sample su rvey , 
f in a n c ia l  a n a ly s i s ,  and p e rso n a l in te rv ie w s . A ll o th e r  d a ta  were secon­
dary in  n a tu re .
CHAPTER II
CASE STUDIES
Case Study #1 -  U n iv e rsa l D iaper S e rv ic e ,
B ou lder, C olorado; 12 A p ril  1976
Background
The U n iv e rsa l D iaper S e rv ic e  i s  a fam ily  owned p a r tn e rs h ip  
i n i t i a l l y  e s ta b l is h e d  as a p ro p r ie to r s h ip  in  1971 by John C h ie r o t t i .
In  a d d i t io n ,  h i s  w ife , b ro th e r  M ichae l, and a f r ie n d  a re  c u r re n tly  
employed in  th e  b u s in e s s . The d ia p e r  s e rv ic e  was s ta r te d  to  p ro v id e  
supp lem en ta l income fo r  Jo h n ’s c o lle g e  e d u ca tio n . He never in tended  
to  co n tin u e  th e  b u s in e ss  on a f u l l y  o p e ra t io n a l  s c a le .  T h e re fo re , he 
u t i l i z e d  on ly  th e  basem ent and home lau n d erin g  f a c i l i t i e s  to  s t a r t  
a d ia p e r  s e r v ic e .  I t  i s  i n t e r e s t i n g  to  n o te  t h a t  a d ia p e r  seirvice 
d id  n o t e x i s t  i n  Boulder a t  t h a t  tim e and th a t  no co m p etito r has 
emerged in  Boulder to  d a te .  However, Rock-A-Dry d ia p e r  s e r v ic e ,  based 
in  Denver (Case Study # 2 ) , does s e rv ic e  th e  Boulder a re a , and has not 
a d v e rse ly  a f fe c te d  U n iv e r s a l’s m arke t.
The p a r t- t im e  b u s in e ss  re q u ire d  c o n s id e ra b ly  more a t t e n t io n  
than  John had o r ig in a l ly  a n t ic ip a te d .  He q u ick ly  d isco v ered  th a t  th e  
demand exceeded o r ig in a l  p r o je c t io n s ,  and th a t  he was confron ted  w ith  
a  growing c l i e n t e l e .  S tr iv in g  to  p ro v id e  th e  type  and q u a l i ty  of 
s e rv ic e  re q u ire d  to  r e t a i n  p re s e n t custom ers and a t t r a c t  new ones,
John became in c re a s in g ly  more in v o lved  in  th e  b u s in e s s . At th a t  p o in t ,
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he began to  r e a l i z e  th e  f u tu r e  p o t e n t i a l  o f  th e  d ia p e r  s e rv ic e . He 
was th en  co n fro n ted  w ith  a c r u c ia l  d e c is io n :  to  con tin u e  h is  c o lle g e
ed u ca tio n  which had re c e iv e d  l e s s  and l e s s  a t t e n t io n ,  o r to  pursue  a 
d ia p e r  s e r v ic e  v e n tu re . H is c o lle g e  am b itio n s  were scrapped and he 
decided to  c o n tin u e  th e  v e n tu re  f u l l  tim e .
The b u s in e s s  developed to  th e  p o in t  where expanded f a c i l i t i e s  
were d e s p e ra te ly  needed. A laundram at was re n te d  and th e  s e rv ic e  r e ­
lo c a te d . The new f a c i l i t y  d id  a f fo rd  in c re a s e d  o p e ra tin g  c a p a c ity , how­
e v e r , r e n t a l  c o s ts  sh a rp ly  reduced  p r o f i t s .  At th e  end of th e  th i r d  
y e a r ,  John s o l i c i t e d  th e  a id  o f  h i s  b ro th e r  and th e  p re se n t p a r tn e rs h ip  
was formed. Once ag a in  th e  b u s in e s s  was re lo c a te d  to  an in d u s t r i a l  
p a rk . A v acan t b u ild in g  was re n te d  and com m ercial lau n d e rin g  f a c i l ­
i t i e s  were pu rch ased . The s e r v ic e  has rem ained in  t h i s  lo c a t io n .
M arket F in d in g s
At th e  tim e th e  case  s tu d y  was accom plished , th e  b u s in ess  served  
approx im ate ly  180 custom ers p e r  m onth, o f  which 130 were in  th e  B oulder 
county a r e a ,  and th e  rem ain ing  50 in  th e  Denver m e tro p o lita n  a re a . I n t e r ­
e s t in g ly ,  a lm ost 28 p e rc e n t o f th e  custom ers a re  from th e  Denver a re a .
The c o s t to  th e  Boulder custom er i s  $4 .05 and $4.50 per week to  th e  
Denver custom er based on an i n i t i a l  d e l iv e ry  o f 80 d ia p e rs  p e r week.
The h ig h e r  p r ic e  in  Denver r e f l e c t s  an a d d i t io n a l  d e liv e ry  c o s t in c u r­
red  by U n iv e rsa l D iaper S e rv ic e . The custom er i s  f r e e  to  a d ju s t  th e  
q u a n tity  o f d ia p e r s  d e liv e re d  a t  any tim e . However, th e  minimum must 
rem ain a t  40 d ia p e rs  p e r week. T h is in c re a s e  o r d ecrease  i s  made in  
increm ents  o f te n  d ia p e rs  and a c o rre sp o n d in g  te n  cen t ad justm ent fo r  
t h i s  amount i s  made on th e  w eekly s ta te m e n t. Each custom er i s  a ss ig n ed
6
an account number and a  re c o rd  i s  m ain ta in ed  on weekly d ia p e r  u sag e .
The re c o rd s  must be b o th  a c c u ra te  and c u r re n t  to  ensu re  p ro p er d e l iv e ry  
p ro c e ss in g .
Average custom er l i f e  i s  from e ig h t  to  tw elve m onths, a lthough  
s e v e ra l  co n tin u e  th e  s e r v ic e  u n t i l  th e  in f a n t  i s  t o i l e t  t r a in e d .  T his 
l a t t e r  custom er cou ld  be expec ted  to  u se  th e  s e rv ic e  from one to  two 
y e a r s .  A ty p ic a l  custom er could  n o t be id e n t i f i e d  in  e i th e r  th e  B oulder 
o r  Denver a re a  and annual income was n o t a s ig n i f i c a n t  f a c to r  in  d e te r ­
m ining e i th e r  custom er ty p e  o r le n g th  o f p o te n t i a l  s e r v ic e .  However, 
th e  management d id  i d e n t i f y  convenience as  th e  s in g le  most im p o rtan t 
b e n e f i t  sought by most custom ers.
U n iv e rsa l h as n o t encoun tered  s ig n i f i c a n t  problem s r e l a t i n g  to  
th e  c o l le c t io n  o f paym ents. Only fo u r o r  f iv e  u n c o lle c ta b le  accoun ts 
developed in  1975. A few bad checks have been re c e iv e d  b u t a re  th e  
ex ce p tio n  r a th e r  th an  th e  r u l e .  When a custom er does become d e lin q u e n t, 
a  f r ie n d ly  rem in d e r, a s  shown in  F ig u re  1 , i s  p re sen te d  w ith  th e  n ex t 
d e l iv e ry .  The management r e a l i z e s  th a t  th e  custom er may have h o n e s tly  
overlooked a payment and th a t  th e  rem inder u s u a lly  re s o lv e s  th e  s i t u a ­
t io n .  I f  p o s s ib le ,  payments a re  c o l le c te d  in  co n ju n c tio n  w ith  a d e l iv ­
e ry . T his method red u ces  th e  need to  m a il s ta te m e n ts  and saves th e  
custom er po stag e  f e e s .  In  a l l  o th e r  c a s e s , a monthly s ta tem en t i s  s e n t 
as shown in  F ig u re  2.
A money-back g u a ran tee  i s  m ain ta in ed  in d ic a t in g  th e  m anagem ent's 
s tro n g  d e s i r e  fo r  custom er s a t i s f a c t i o n .  When a custom er does ex p ress  
d i s s a t i s f a c t i o n  w ith  th e  s e r v ic e ,  d e f in i t e  reaso n s  a re  sought to  p re ­
c lu d e  fu tu re  re o c cu ra n c es . The c o s t  o f th e  g u a ran tee  was $100.43 in  
custom er re fu n d s  d u rin g  1975. This i s  th e  e q u iv a le n t of about 25 weeks.
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F ig . 1 .—U n iv e rsa l D iaper S e rv ic e  rem inder fo r  p a s t  due accounts.
YOUR A C C O U N T W IT H
BU D G ET
BOULDER, COLORADO 80303  
449-4263
•  Comments
KINDLY USE TH IS  ENVELOPE FOR YOUR REM ITTAN CE
ACCOUNT NO.
FOR LAUNDRY SERVICES (____________  DIAPERS)
FROAA___________ _ TO ____________ $--------------
PREVIOUS DEBIT BALANCE $---------------
OTHER CHARGES ___________________________________ $--------------
$ -
TOTAL CHARGES $-
LESS CREDITS ----------------------------------------------------- $ -
  $-
BALANCE DUE .................................................................
ALL BILLS PAYABLE UPON RECEIPT OF STATEMENT
F ig . 2 .—U n iv e rsa l D iaper S e rv ice  custom er account s ta te m e n t.
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o r s ix  m onths, o f  s e rv ic e  to  one B oulder custom er. F u rth e r a n a ly s is  
re v e a le d  th a t  custom er p i l f e r a g e  i s  m inim al and does n o t re c e iv e  a t t e n ­
t io n  by th e  management u n t i l  a custom er r e t a in s  te n  o r  more d ia p e rs  fo r  
a p e rio d  o f  tim e . She i s  th en  charged  50 c e n ts  fo r  each d ia p e r  no t 
re tu rn e d . T his charge  approx im ates th e  c o s t  to  th e  management and does 
n o t u n r e a l i s t i c a l l y  p e n a liz e  th e  custom er. D uring 1975, th e  b u s in ess  
w rote  o f f  $433 in  l o s t  o r  p i l f e r e d  d ia p e r s .  This f ig u re  re p re se n ts  
on ly  one p e rc e n t o f th e  g ro ss  and two p e rc e n t o f th e  n e t income. Thus, 
866 d ia p e r s ,  o r  72 dozen, were l o s t  d u rin g  th e  y e a r . P resen t p r a c t ic e  
re q u ire d  a d a i ly  p h y s ic a l  count o f  a l l  re tu rn e d  d ia p e rs  fo r  each cus­
tom er. T h is count shou ld  re v e a l  e x a c tly  how many d ia p e rs  th e  custom er 
has n o t re tu rn e d . The method i s  tim e consuming b u t n ecessa ry  fo r  c o n tro l 
p u rp o ses. The custom er i s  th en  d e l iv e re d  on ly  th e  amount o f d ia p e rs  
th a t  were p re v io u s ly  r e tu rn e d .
In v en to ry  c o n tro l  appears  to  be adequate  b u t a t  l e a s t  a p o r tio n  
o f  th e  lo s s e s  m ight be r e l a t e d  to  t h i s  p h y s ic a l-c o u n t system . In  p rac ­
t i c e ,  a s i t u a t io n  may have developed th a t  r e s u l te d  in  d e l iv e r in g  d ia p e rs  
w ith o u t c o n s id e rin g  th e  number b e in g  re tu rn e d .
U n iv e rsa l does no t p ro v id e  s e r v ic e  to  i n s t i t u t i o n s ;  e .g . ,  
n u rs in g  homes, d a y -c a re  c e n te r s ,  o r  h o s p i t a l s .  S e rv ice  i s  l im ite d  to  
p r iv a te  househo lds and w i l l  c o n tin u e  u n t i l  th e  management i s  c o n fid en t 
th a t  expanded s e rv ic e  can be e f f e c t iv e ly  p ro v id ed . I t  seems th a t  
U n iv e rsa l* s  management i s  c o n te n t w ith  th e  p re se n t m arket sh a re ; however, 
p re s e n t la u n d e r in g  c a p a c ity  may be th e  a c tu a l  l im i t in g  c o n s tr a in t  on 
expansion .
G if t  c e r t i f i c a t e s  s im i la r  to  th e  one i l l u s t r a t e d  in  F igure  3, 
a re  a v a i la b le  and g e n e ra te  s ig n i f i c a n t  b u s in e s s . No o th e r  s p e c ia l
w Stk
I © f l t t g r a t t t l a t i u t t a
TWs Certilicate prey«rted to
m
weeks Dioper Service from theb good for
ROCK-A-DRY § SMALL FRY DIAPER SERVICE
IWith the compliments of
I
diapers per week. Container furnishedService Includes: Rental of
Please call 825 5363 when you wish to start this service
® aoee 661 UTHOtN U.S.A.
F ig . 3 . --Rock-A-Dry D iaper S erv ice  g i f t  c e r t i f i c a t e ,
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in c e n t iv e s  such a s  f r e e  p u rchase  o f f e r s  a re  extended to  p o te n t ia l  
custom ers.
O p era tions
The on ly  type o f  a d v e r t is in g  employed by U n iv e rsa l i s  a c l a s s i ­
f ie d  ad v e rtisem en t in  th e  Yellow Pages o f th e  te lep h o n e  d i r e c to r y .  The 
management i s  convinced th a t  t h i s  method o f f e r s  adequate exposure a t  a  
rea so n ab le  c o s t .  The m onthly c o s t  i s  app rox im ate ly  $30, o r $360 annu­
a l ly .
The management i s  ex trem ely  concerned about th e  a n t i s e p t i c  
q u a l i ty  o f th e  f i r m 's  d ia p e r  p ro c e ss in g . In  an e f f o r t  to  accom plish  
t h i s ,  an e x a c tin g  form ula c o n s is t in g  o f s e v e ra l  p r e - r in s e ,  wash, and 
r in s e  cy c le s  was developed in  co n ju n c tio n  w ith  equipment s p e c i f ic a ­
t io n s .  B leach ing  tim e v a r ie s  from 15 to  30 m inutes depending on th e  
s o i le d  c o n d itio n  o f d ia p e r s .  A wairm w a te r , d ry  b leach  s o lu t io n  i s  
used as  h o t w a te r  and l iq u id  b le ac h  tend  to  s e t  s t a i n s .  The f i n a l  
r in s e  in c o rp o ra te s  a f a b r ic  s o f tn e r .  Random, p e r io d ic  checks a re  
conducted to  en su re  th e  m ain tenance o f p ro p e r Ph (5 .5  i  1 .5 )  e s s e n t i a l  
to  th e  p re v e n tio n  o f d ia p e r  ra s h .
C e r ta in  d ia p e rs  a c q u ire  s t a in s  t h a t  defy  removal w ith  one 
com plete wash c y c le . The management a b s o lu te ly  re fu s e s  to  d e l iv e r  
any s ta in e d  d ia p e r s .  A f te r  a second wash c y c le , th e  d ia p e rs  u s u a lly  
meet m anagem ent's s ta n d a rd s . T his c e r ta in ly  i s  a commendable p o lic y  o f 
s ta n d a rd s ; how ever, a r e a l i s t i c  assessm en t o f th e  problem o f s ta in s  
i s  a ls o  n e c e ssa ry . A fte r  c o n s id e ra b le  u sag e , a d ia p e r  may develop some 
stubborn  s t a i n s .
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D e liv e r ie s  a re  made to  th e  D enver-Boulder area five  day* a 
week. The B oulder custom ers a re  s e rv ic e d  by two ro u te s  p e r day on 
Mondays and T hursdays. The rem ain ing  weekdays a re  re se rv e d  fo r  th e  
Denver m e tro p o lita n  a re a . N orm ally, two p e rso n s d e l iv e r  and two 
perso n s la u n d e r . Every a ttem p t i s  made to  d e l iv e r  a t  approxim ately  th e  
same tim e on th e  same day o f th e  week. T h is p r a c t ic e  u su a lly  a llow s 
th e  custom er to  be home to  accep t d e l iv e r y .  The management h e s i t a te s  
to  d e l iv e r  i f  th e  custom er i s  n o t home f o r  th e  obvious reaso n  o f t h e f t .  
In  many in s ta n c e s ,  th e  d ia p e rs  can be l e f t  w ith  a n e ig h b o r. I f  a 
second u n su c c e ss fu l d e l iv e ry  a ttem p t i s  made, a n o te  w i l l  be l e f t  
re q u e s tin g  th e  custom er to  make a p p ro p r ia te  d e liv e ry  arrangem ents.
I t  i s  e v id e n t th a t  th e  management expends c o n s id e ra b le  e f f o r t  a ttem p t­
in g  to  s a t i s f y  custom er d e l iv e ry  needs.
F in a n c ia l  F in d in g s
U n iv e rsa l D iaper S e rv ice  s u f fe re d  from n e t lo s s e s  each o f i t s  
f i r s t  th re e  y e a r s ,  b u t g en era ted  n e t  p r o f i t s  in  th e  fo llo w in g  two y ea rs  
acco rd in g  to  th e  managers o f th e  b u s in e s s . U n fo rtu n a te ly , no form al 
f in a n c ia l  re c o rd s  o r  s ta tem e n ts  have been  p rep ared  s in c e  th e  fo rm ation  
o f U n iv e rs a l. As a r e s u l t ,  a com prehensive a n a ly s is  o f U n iv e rs a l 's  
f in a n c ia l  s t a t u s  was n o t p o s s ib le .  The management d id  p ro v id e  some 
p e r t in e n t  in fo rm a tio n  which enab led  a l im ite d  re c o n s tru c tio n  of a p r o f i t  
and lo s s  s ta te m e n t.
The l a r g e s t  s in g le  item  com prising  in v en to ry  i s  th e  d iap e r 
su p p ly . C u r ity  brand p re - fo ld e d  d ia p e r s  were purchased  a t  a c o s t of 
$6 p e r dozen. These d ia p e rs  have a c u r r e n t  r e t a i l  s e l l in g  p r ic e  o f 
$8 p e r dozen. A ll  d ia p e r  p u rch ases  a re  from th e  K endall C orpora tion
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lo c a te d  in  B ethune, N orth C a ro lin a . C re d it  pu rchase  p r iv i le d g e s  
were on ly  r e c e n t ly  ex tended to  U n iv e rsa l when i t s  c r e d i t  w o rth in ess  
became reco g n ized  by K en d all. Only one d ia p e r  s iz e  i s  purchased  and 
i t  may be fo ld e d , a s  shown in  F ig u re  4 , to  f i t  bo th  newborn and o ld e r  
b a b ie s . The i n i t i a l  d e l iv e ry  to  a custom er in c lu d e s  a copy o f th e se  
in s t r u c t io n s .  A pproxim ately 15,000 d ia p e r s  a re  m ain ta in ed  in  in v en to ry  
and t h i s  number i s  s u f f i c i e n t  to  supply  each o f th e  180 custom ers w ith  
80 d ia p e rs  each . In  1975, 9,144 d ia p e r s ,  o r  762 dozen were purchased  
fo r  $4,572. Thus, 60 p e rc e n t o f th e  in v e n to ry  fo r  U n iv e rsa l was 
acq u ired  in  1975. The average  d ia p e r  l i f e  i s  one y e a r and a f t e r  th a t  
tim e th ey  a re  s o ld  as ra g s  fo r  15 c en ts  each . S u b s ta n t ia l  demand 
e x is t s  fo r  th e s e  worn o u t d ia p e r s .
The management would p r e f e r  to  double  th e  in v e n to ry  to  ease  th e  
p re se n t la u n d e r in g  sch ed u le . This added in v e n to ry  w i l l  c o s t ap p ro x i­
m ately  $7,500 and may be re q u ire d  to  r e p la c e  worn ou t d ia p e r s ,  o r  to  
expand th e  b u s in e s s .
The fo llo w in g  p r o f i t  and lo s s  a n a ly s is  was accom plished 
u t i l i z i n g  revenue and c o s t  d a ta  su p p lie d  by th e  management. A ll  f i g ­
u re s  p e r ta in  to  1975 and a re  rounded to  th e  n e a r e s t  d o l l a r .
Gross Income: $37,206.00
Computed on an average  w eekly u se  o f  60 
d ia p e rs  p e r custom er @ $ 3 .85/week 
(B oulder custom er) and @ $ 4 .30/week 
(Denver cu sto m er).
Expenses :
1. L ost o r p i l f e r e d  d ia p e rs  $ 433.00
2. Refunds 100.00
14
Q j  R IT Y . SERVICE FOLDS ARE ALREADY 
PREFOLDED TO FIT YOUR BABY THROUGH 
THE ENTIRE DIAPERING PERIOD.
' _3 'É' -Æa
j|b Twm jk) Twr# up obou» ’/j of
f a d #  boby ;; ^  A . on^ pin oack
Y ÿî. fkfW N from*
i â
i f
r  f f  4'

















P l a s t i c  d ia p e r  p a i l  c o n ta in e rs  $ 255.00
102 @ $2.50 each . S u p p lie r :  A sso c ia ted  
D iaper C rib  C o ., C hicago, I l l i n o i s .
P l a s t i c  d ia p e r  p a i l  l i n e r s  468.00
A pproxim ately  1,000/m onth fo r  180 
custom ers @ $ 3 9 /1 ,0 0 0 . S u p p lie r :  Parade 
Packaging M a te r ia ls  C o., D enver, Colorado.
D eodorizer t a b l e t s  108.00
T a b le t l i f e  = two m onths. 180 custom ers/
1 ,080 t a b l e t s  @ 10 c en ts  p e r t a b l e t .
S u p p lie r : Chem ical S a le s , C o ., Denver
C olorado.
760 dozen d ia p e r s  4 ,572 .00
U t i l i t i e s  800.00
B usiness and au to  in su ra n c e  400.00
Laundering s u p p lie s  360.00
Rent 3 ,000 .00
G aso line  and m ain tenance 1 ,800 .00
A d v e rtis in g  (Yellow  Pages) 360.00
M isce llan eo u s m ain tenance 215.00
T o ta l $12,871.00
Net Income $24,335.00
Net income i s  d i s t r i b u t e d  among th e  management and em ployees, 
b u t n o t in  accordance  w ith  a p red e te rm in ed  sch ed u le . Both th e  manage­
ment and employees have e s ta b l is h e d  a communal l iv in g  arrangem ent and 
th e  p r o f i t s  a re  u t i l i z e d  a c c o rd in g ly . Time only  w i l l  t e l l  i f  t h i s  
l iv in g  arrangem ent and p r o f i t  s h a r in g  w i l l  be com patib le  w ith  b u s in e ss  
o p e ra tio n s .
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Equipment and r e la t e d  c o s ts  owned by th e  management o f Univer­
s a l  c o n s is ts  o f  th e  fo llo w in g :
1 . 1961 Ford E conoline $1,000.00
2. 1965 Ford E conoline 1 ,400 .00
3. One 50 pound w asher )
) Combined c o s t  o f 1 ,000 .00
4. One 50 pound e x t r a c to r  ) w ith  a d d i t io n a l
) i n s t a l l a t i o n  fee  o f 500.00
5. One 50 pound d ry e r  )
A ll equipm ent was purchased  used  and i s  in  good w orking o rd e r .
The o n ly  l im i t a t i o n  i s  c a p a c ity . F u rth erm o re , th e  s e p a ra te  w asher and 
e x t r a c to r  i s  n o t as  e f f i c i e n t  as a combined w a s h e r-e x tra c to r . B ut, 
i t  shou ld  a ls o  be no ted  th a t  th e  combined w a sh e r-e x tra c to r  i s  a lso  more 
expensive  w h ile  o f f e r in g  in c re a se d  e f f ic ie n c y .  This in c re a se d  e f f ic ie n c y  
would o f f s e t  th e  i n i t i a l  expense by a llo w in g  fo r  expanded grow th.
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Case Study #2 -  Rock-A-Dry D iaper S e rv ic e .
D enver, C olorado; 13 A p ril  1976
Background
The Rock-A-Dry D iaper S e rv ice  was formed as a c o rp o ra tio n  in  
1973 by Ken Ferguson and Bob W illiam s. P r io r  to  th a t  tim e , fo u r 
s e p a ra te  d ia p e r  s e r v ic e s  o p e ra ted  in  th e  Denver m e tro p o lita n  A rea.
The form er management o f Rock-A-Dry purchased  a l l  o f th e se  d ia p e r  s e r ­
v ic e s  and c o n so lid a te d  them in to  one s in g le  d ia p e r  s e rv ic e . Subse­
q u e n tly , Rock-A-Dry was purchased  by th e  p re s e n t management fo r  $81,000. 
Inc luded  in  t h i s  p u rch ase  was a l l  th e  n e ce ssa ry  equipm ent, b u i ld in g ,  
c l i e n t e l e ,  and a c e r t a in  amount o f good w i l l .  In  sharp  c o n tr a s t  to  th e  
U n iv e rsa l D iaper S e rv ic e , Rock-A-Dry was an e s ta b l is h e d  b u s in e ss  and 
th e  new management had th e  s u f f i c i e n t  e q u ity  c a p i t a l ,  f in a n c ia l  back in g , 
and p rev io u s  ex p e rien c e  to  a cq u ire  and s u c c e s s fu lly  o p e ra te  t h i s  f irm .
M arket F ind ings
At th e  tim e  th e  case  study  was accom plished , approx im ate ly  1320 
custom ers in  th e  Denver m e tro p o lita n  and B oulder a re a s  were being  s e rv ic e d . 
The management co u ld  n o t p re c is e ly  determ ine  what p e rcen tag e  o f th e  
p o te n t ia l  m arket th ey  se rv e  because Colorado does n o t p u b l ic a l ly  r e le a s e  
b i r t h  d a ta  as  Montana does. E s tim a tin g  app rox im ate ly  15,000 b i r t h s  per 
y e a r , th e  management a sse ssed  t h e i r  m arket sh a re  a t  about n in e  p e rc e n t. 
However, th e  p re s e n t  p la n t  c a p a c ity  and lay o u t appears to  r e s t r i c t  th e  
p o s s ib le  m arket sh a re  to  a maximum o f betw een ten  and tw elve p e rc e n t.
Rock-A-Dry s e rv ic e  charges a re  somewhat h ig h e r than  th o se  charged 
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F ig . 5 .—Rock-A-Dry D iaper S erv ice  Cost Comparison C hart.
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A ll custom ers re c e iv e  an i n i t i a l  d e liv e ry  of 90 d ia p e rs  th a t  
can be a d ju s te d  a t  th e  c u s to m e r 's  d i s c r e t io n .  Average custom er d iap e r 
usage i s  60 d ia p e rs  w eekly f o r  an e ig h t  month p e rio d . Each custom er i s  
a ss ig n ed  a co lo r-co d ed  ta g  d e s ig n a tin g  th e  d e liv e ry  ro u te  and amount 
to  be d e l iv e re d . An a c c u ra te  rec o rd  o f custom er usage must be main­
ta in e d  on a w eekly b a s i s .  A lthough h ig h e r  income groups may p re fe r  to  
use th e  d ia p e r  s e r v ic e ,  th e  owners co n sid e red  any income or e th n ic  group 
a p o te n t ia l  custom er. B i l l in g  i s  accom plished w ith  th e  form i l l u s t r a t e d  
in  F igu re  6.
No s ig n i f i c a n t  problem s a s s o c ia te d  w ith  custom er b i l l i n g  and 
payment, p i l f e r a g e ,  o r  t h e f t  were en co u n te red . I t  i s  company p o lic y  
to  make g o o d -fa ith  d e l iv e r i e s  when custom ers a re  n o t home. Only a 
sm all p e rcen tag e  of th e se  d e l iv e r ie s  r e s u l t  in  t h e f t  o r lo s s .  The 
management d id  n o t p ro v id e  a d o l la r  amount o f th e f t s  and lo s s e s .
A p h y s ic a l  count o f  re tu rn e d  d ia p e rs  i s  u t i l i z e d  to  determ ine 
th e  amount o f th e  n ex t d e l iv e ry .  In v en to ry  a c c o u n ta b ili ty  i s  s tro n g ly  
emphasized by th e  management and n e c e s s i ta te d  by sh eer volume.
The m arket has been c o n s id e ra b ly  expanded beyond th e  p r iv a te  
household s e c to r .  Three s e p a ra te  i n s t i t u t i o n a l  f a c i l i t i e s  a re  s e rv ic e d : 
V a lley  View H o sp ita l and Sunny A cres N ursing  Home, lo c a ted  in  th e  Denver 
a re a , and a B oulder d ay -c a re  c e n te r  fo r  re ta rd e d  c h ild re n . R eceiv ing  
b la n k e ts  a re  used as  a d u lt  d ia p e rs  by th e  n u rs in g  home and re q u ire  
s p e c ia l  p ro c e ss in g . The d a y -c a re  c e n te r  uses 3,700 d iap e rs  weekly and 
i s  a v a lu a b le  custom er. As s ta t e d  in  Case Study #1, U n iversa l does 
n o t s e rv ic e  i n s t i t u t i o n s .  I t  ap p ears  advan tag ious fo r  U n iv e rs a l 's  
management to  in v e s t ig a te  t h i s  p o te n t i a l  custom er. This s in g le  
i n s t i t u t i o n a l  custom er would be th e  e q u iv a le n t of 50 p r iv a te  h o u seh o ld s '
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F ig . 6 .— Rock-A~Dry D iaper S e rv ice  custom er account s ta tem en t.
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d ia p e r  usage fo r  one week; assum ing a custom er usage r a t e  of s ix  dozen 
p e r week. The owners o f U n iv e rsa l could  r e a l i z e  b o th  d e liv e ry  and 
la u n d erin g  tim e sav in g s  i f  th e  d a y -c a re  c e n te r  were se rv ic e d . More 
a t te n t io n  cou ld  th en  be g iv en  to  a t t r a c t i n g  new household  custom ers.
P rom otiona l A c t iv i t i e s
The management has adopted  an ex trem ely  a g g re ss iv e  adver­
t i s i n g  program  to  a t t r a c t  an u n c e r ta in  ta r g e t  m arke t. W ithout p u b lic  
n o t ic e ;  e . g . ,  th e  lo c a l  new spaper, they  have developed a method fo r  
de te rm in in g  a p o t e n t i a l  custom er b a se . At s e le c te d  baby ap p a re l and 
fu rn ish in g  shops, a c o n te s t  has been i n s t i t u t e d  o f f e r in g  one m onth 's  
f r e e  d ia p e r  s e r v ic e .  In  c o o p e ra tio n  w ith  th e se  b u s in e s se s , ex p ec tan t 
m others a re  encouraged to  e n te r  t h i s  c o n te s t .  P e r io d ic a l ly ,  th e  
e n t r i e s ,  p re se n te d  in  F ig u re  7, a re  c o l le c te d  to  p ro v id e  a base  from 
which fu tu r e  custom ers can be  s o l i c i t e d .  Each e n tr a n t  i s  then  s e n t a 
p rom otional package c o n s is t in g  o f th e  fo llo w in g ; An in tro d u c to ry  l e t t e r ,  
(F igure  8) w ith  one o r  any com bination  o f th e  i l l u s t r a t e d  pham phlets, 
shown in  F ig u re  9. U su a lly , a copy o f th e  c o s t com parison c h a r t ,  as 
shown in  F ig u re  5 , i s  in c lu d ed  to  p ro v id e  th e  custom er w ith  v is u a l  c o s t 
com parisons and d ia p e r  s e r v ic e  ad v an tag es. The management s ta te d  th a t  
th i s  type  o f  program  i s  e f f e c t iv e  a lth o u g h  tim e consuming. In  a d d i t io n ,  
they  could  n o t p ro v id e  a com parison o f th e  number o f s o l i c i t a t i o n s  w ith  
ev en tu a l custom er a c q u is i t io n .
In  g e n e ra l ,  t h i s  program  appeared  to  be accom plishing th e  ow ners' 
o b je c t iv e .  But th e re  may be a  q u e s tio n  concern ing  th e  c o s t - b e n e f i t  
r e la t io n s h ip .  Do th e  tim e and expense in c u rre d  s u f f i c i e n t ly  a t t r a c t  
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TELEPHONE:  AfADCD CFOlflM: °" *
8 2 5 - 5 3 6 3  SERvlCE DENVER, COIO. 80217
M- apî foi éetttm S^
WILL YOU TAKE 2 MINUTES TO SAVE THE BABY YOU'RE HAVING 
PERHAPS WHOLE DAYS OF PAIN AND DISCOMFORT?
Dear M o th e r-to -b e ,
Sometimes I  wonder: I f  p eo p le  r e a l l y  knew about th e  "bane o f baby­
hood," w o u ld n 't they  ta k e  th e  easy  s te p s  needed to  avoid  i t ?
I  mean d ia p e r  ra s h . Can you im agine what i t ' s  l i k e  to  be a t in y  baby 
and to  f e e l  c o n s ta n t i t c h  and p a in  hour a f t e r  hour -  when you w rig g le , when 
Mother p ick s  you up, when you e a t  -  and no t be a b le  to  do a th in g  about i t ?
Not much o f a s t a r t  in  l i f e ,  i s  i t ?  P robably  l o t s  o f " fu ssy  b ab ies"  a re  
j u s t  norm al, happy b ab ie s  w ith  d ia p e r - ra s h  problem s.
W ill you tak e  2 m inutes to  g lan ce  th rough  th e  bo o k le t I 'm  en c lo s in g  
and g e t th e  r e a l  s to ry  about d ia p e r  ra sh ?  See how no th ing  so lv e s  th e  problem 
l ik e  th e  ANTISEPTICALLY CLEAN d ia p e rs  on ly  a d ia p e r  s e rv ic e  l ik e  o u rs  can 
p ro v id e . T his in c lu d e s  d is p o s a b le s , and they  c o s t  more!
See how our h o t w a ter i s  d i f f e r e n t  from y o u rs . Much h o t te r !  How we put 
d ia p e rs  th rough  s e v e ra l  p r e - r in s e s  . . . th r e e  suds b a th s  . . . s ix  more 
r in s e s  . . .  an a n t i s e p t i c  b a th  . . .  a  so f te n in g  p ro cess  . . .  a p a r t i a l  
d ry in g  . . . th en  a f i n a l  f lu f f - d r y in g  a t  p re c is e ly  th e  c o r re c t  tem p era tu re .
See how we keep th e  w h iten ess  in  d ia p e r s  20% b e t t e r  than  home lau n d e r­
in g  . . . and th e  b ig  d i f f e r e n c e :  how we remove s o i l  alm ost 3 tim es b e t t e r  to  
g e t d ia p e rs  ANTISEPTICALLY CLEAN.
S ta r t in g  your baby on our d ia p e r  s e r v ic e  may seem a sm all th in g , b u t i t  
can make a b ig  d if f e r e n c e  to  your baby. And th in k  of th e  d rudgery , tim e and 
p re c io u s  energy  y o u ' l l  save! J u s t  c a l l  us a t  825-5363, o r m ail th e  re s e rv a ­
t io n  card  I 'm  e n c lo s in g .
Yours very  t r u l y .
Nancy Pokorny 
ROCK-A-DRY DIAPER SERVICE
P .S . Act now and g e t th e  B aby 's  L ife  D ig est magazine FREE p lu s  a w eek 's 
d ia p e r  s e rv ic e  FREE. See th e  b lu e  coupon I 'm  en c lo s in g .
F ig . 8 .— Rock-A-Dry D iaper S e rv ice  prom otional l e t t e r .
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The plastic outer barrier found in most dis­
posable diapers can actually contribute to 
diaper rasb. It tends to inhibit air cireubtthm, 
and as a result, the paper liner underneath 
remains wet. It often mats and disintegrates, 
leaving little between baby’s skin and the 
plastic itsdf. On the other band, soft, cotton 
diapers are more absorbent and keep more 
wetness away from baby's skin.
2
A dicier should be 
safe
Disposables usually contain little or no germ- 
fighting antiseptic agents. The beat and mois­
ture created within often provides an ideal 
setting for bacteria with little to deter its 
growth. Diaper service diapers are treated 
with a special antiseptic that fights germs 
and keeps baby safer. Sample diapers are in 
spected r^nfiurly to assure quality and safety 
standards as required by the National Insti­




By using dkper service diapers, you're as­
sured of regidar pick-up and delivery when 
you need it. You get the right number of 
diapers each week, without having to run to 
the store in an emergency to carry home 
“boxes.''
4
Ad^g^ should be 
camttirtaMe
There's nothing as comfortable as cotton next 
to the skin. Cotton diapers are soft, breath­
able and move when baby moves. They don't 
stick to skin and chafe like the plastic faiyer 
of disposable diapers. And they don't shred 
like the paper underliners oftoi do. Cotton 
is comfortable, and a comfortable baby is a 
happy baby.
5
A dicier should be 
economical
With the added service and protection that a 
diaper service gives you, you still pay a lot 
less than you would for plastic and papmr dia­
pers. And, cotton diapers also serve many 
other baby uses like crib sheets, towels, bibs, 
bur^ng doths, etc.
WÊâ e ee
A dicier should 
not White
Unlike disposabie diapers, 
which are Hushed or burned, 
cotton diapers are “recycled." 
This keeps our water supply 
safer and cuts down on air 
pollution.
F ig . 9 .—C ontinued.
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No matter how many 
washes, rinses. bloMhes. 
detergents, or 
hacteriostats you use. 
aproiossIonalÆapflr 
service is the onhr 
sehitien to netting 
diaoers really dean.
I ' -f The fact is, after the average 
' /  hom e d ia p e r  la u n d e rin g , a s  
f ’ much as half the soap and de- 
> ' ^ tergent remains in the diaper.
, ' j This makes the diaper harsh,
V ^ /_ causing chafing of baby’s skin.
' And unless the diaper has been 
properly sterilized, the live bacteria present 
will also contribute to diaper ra sh ...an d  may­
be you never stopped to think about it . . .  but 
if you do baby's diapers, you’ll unnecessarily 
squander the electricity and natural fuels that 
run your washing m achine and dryer... and 
that’s  energy you'll be needing to keep your 
home comfortable for all the  family.
Only a professional diaper service can 
process diapers properly and thoroughly 
enough to give maximum protection against 
diaper rash. Only a  professional diaper serv­
ice can keep your soft, fluffy cotton diapers 
angel soft and fluffy. That’s  our business.
And, while that’s reason enough to use a 
d iap e r se rv ice , th e re ’s an o th e r im portan t 
reason.
Think of your own health. With all the 
energy consuming dem ands of a baby, it’s
import^Mit*that you too stay wèll and rested. 
The inore ihours you spend washing diapers, 
the leéa # n e  you’ll have to care for baby's 
many wants and needs.
And if you ’ve thought about disposable dia­
pers, please forget it. They often contribute 
to diaper rash as much as  home laundering. 
The p f a s ^  outer barrier tends to stick to 
baby’askM  and puHs the skin as baby moves. 
Its chafing is often a  source of irritation. The 
plastic barrier also may inhibit air circulation, 
so  that die paper liner underneath stays 
wetter and disintegrates.
Because disposables have to be flushed 
or burned, they contribute to water and air 
pollution, and they can cost up to 40% miore 
than ootton diaper service diapers. Really, 
you pay a lot more for a  lot less.
A diaper should do more than pamper. 
For baby’s  sake and yours, insist on diaper 
service diapers.
Each week you get the « (ac t number of 
clean, clean, clean diapers you require— 
delivered in a  moisture-proof polyethylene 
bag.
Because they’re too precious to "dispose” 
of, instead, you pop the used diapers in an 
attractive hamper with built-in deodorizer 
that is provided. Then the  service man "takes 
o v er.”
And Economy. All this 
s e r v i ^ - t a l l  th is  e x tra  
protection against diaper 
rash costs ycHi far less 
th a n  p a p e r  d ia p e rs . In 
fact, opiy pennies more a 
day than home washed diapers.
Consider the fact that an approved diaper 
service saves you 1,100 hburs of toil arid 
bother during baby’s diapering period and we 
feel sure you’ll agree this service is worth 
every^ing it costs because It gives baby ex­
tra protection... gives you more time to enjoy 
y o u rse lf , your h u sb a n d , you r fam ily an d  
friends.
X .
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seems ap p aren t t h a t  a m other in te n d in g  to  use a d ia p e r  s e rv ic e  would 
c o n su lt th e  Yellow Pages o f th e  te lephone d i r e c to ry .  The Yellow Pages 
p rov ide  adequate exposure  a t  a  f ix ed  c o s t  and do n o t consume th e  tim e 
re q u ire d  by th e  m a ilin g  program . A c l a s s i f i e d  ad v ertisem en t was b e in g  
used. T h e re fo re , a c a r e f u l  review  of th e  program by th e  management 
appears to  be j u s t i f i e d .
G if t C e r t i f i c a t e s ,  p re sen te d  in  F igu re  3, a re  a v a i la b le  and 
p ro v id e  th e  r e c ip ie n t s  w ith  an ex p en se -free  method o f t ry in g  th e  d ia p e r  
s e rv ic e . In  th e  ev en t th e  r e c ip ie n t s  do n o t e v e n tu a lly  co n tin u e  th e  
s e rv ic e ,  some exposure  has been ach ieved , however.
O perations
In  C o n tra s t to  U n iv e rsa l, Rock-A-Dry has p e r fe c te d  a c lea n in g  
form ula th a t  has a lm ost com pletely  e lim in a te d  th e  need fo r  re -w ash ing  
s ta in e d  d ia p e r  b a tc h e s . As a member o f th e  N a tio n a l I n s t i t u t e  o f 
In fa n t S e rv ic e s , d ia p e r  c le a n l in e s s  i s  c e r t i f i e d  on a m onthly b a s is .
The management fo rw ards a random monthly sample to  be te s te d  f o r  p ro p er 
Ph ba lance  and e x c e ss iv e  re s id u e  b le ac h . I f  a  problem  i s  d isco v e re d , 
th e  I n s t i t u t e  w i l l  h e lp  re so lv e  th e  s i tu a t io n .  In -house  t e s t s  by th e  
management a re  a ls o  conducted on a p e r io d ic  b a s i s .  A so u r t e s t e r  i s  
used to  m easure Ph b a lan ce  (5 .5  i  1 .5 ) and O rth o to lid in e  t e s t s  re s id u e  
b leach  c o n ten t.
The d e liv e ry  schedu le  i s  comprised of two ro u te s  on Mondays, 
Tuesdays, and Thursdays and th re e  ro u te s  on Wednesdays and F r id a y s .
Each ro u te  se rv es  app rox im ate ly  110 custom ers.
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F in a n c ia l  F in d in g s
The management o f Rock-A-Dry employs a f u l l - t im e  accoun tan t 
to  p re p a re  f in a n c ia l  s ta tem e n ts  and m a in ta in  re c o rd s . S evera l unsuccess­
f u l  a tte m p ts  were made to  a c q u ire  co p ies  of th e se  s ta te m e n ts . These 
a tte m p ts  in c lu d ed  a p e rso n a l v i s i t ,  a fo llo w -u p  l e t t e r ,  and two long­
d is ta n c e  phone c a l l s .  N eedless to  sa y , th e  management was ex trem ely  
r e lu c ta n t  to  p ro v id e  th e  s ta te m e n ts  i n  e i t h e r  com plete o r p a r t i a l  form. 
However, th ey  d id  supply  some l im ite d  d a ta  r e l a t in g  to  rev enues, 
employees and wages, and equipm ent c o s ts .
The d ia p e r  in v en to ry  i s  pu rchased  from K endall C orpora tion  
and was composed o f 9,240 dozen (1 ,320 custom ers a t  seven dozen d ia p e rs  
e a c h ) , a t  th e  tim e of th e  s tu d y . The c o s t  o f one dozen d ia p e rs  i s  
$5.50 p e r  dozen compared to  $6.00 p er dozen pa id  by U n iv ersa l D iaper 
S e rv ic e . T his c o s t  d i f f e r e n t i a l  i s  e x p la in ed  by th e  volume v a r ia n c e s .
Thus, Rock-A-Dry has approx im ate ly  $50,820 in v e s ted  in  in v en to ry  and 
i t  r e p re s e n ts  a p r in c ip a l  a s s e t .  Average d ia p e r  l i f e  i s  11 months and 
w orn-out d ia p e rs  a re  so ld  as  ra g s  fo r  $2 .50  per pound. Only one d iap e r 
s iz e  i s  pu rchased  to  accomodate b o th  new -born and o ld e r  b a b ie s . The 
same fo ld in g  in s t r u c t io n s ,  shown in  F ig u re  4 , used by U n iv e rsa l a re  
a ls o  p ro v id ed  Rock-A-Dry cu sto m ers . A lthough th e  management would no t 
p ro v id e  c o s t  d a ta  p e r ta in in g  to  1975 d ia p e r  p u rch ase s , i t  was assumed 
th a t  ap p ro x im ate ly  o n e -h a lf  o f th e  in v e n to ry  re q u ire d  rep lacem ent.
The fo llo w in g  l i s t  o f equipm ent and c u rre n t v a lu e s  were provided  
by th e  owners:
A ll equipment was in c lu d ed  in  th e  o r ig in a l  purchase p r ic e  o f $81,000.
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1. Four s tep -v an  d e liv e ry  t ru c k s ;  C u rren t v a lu e  = $6,000
2. T roy-Slyde-O ut washer
(210 pound, 2200 d ia p e r  c a p a c ity )
C u rren t v a lu e  = 1,500
3. T roy-Slyde-O ut washer
(300 pound, 3800 d ia p e r  c a p a c ity )
C urren t v a lu e  = 1,800
4. Three w a ter e x tra c to r s
(100 pound c ap a c ity  each) C u rren t v a lu e  = 1,300
5. Hot w a ter b o i le r
( u t i l i z e s  280,000 g a llo n s  o f w a ter m onthly)
C u rren t v a lu e  = unknown
6. One 125, 100, and 250 pound d ry e rs ;  two 25
pound d ry e rs . A ll a re  gas o p e ra ted  and f u l ly
d e p re c ia te d . Salvage v a lu e  = unknown
The management in d ic a te d  th e  id e a l  w asher, d ry e r com bination
would p ro v id e  d ry in g  c ap ac ity  equal to  a t  l e a s t  o n e -h a lf  o f t o t a l  
lau n d erin g  c a p a c ity . This goal has been met and exceeded w ith  th e  
c u rre n t d ry in g  c a p a c ity  o f 375 pounds p e r  hour and w ashing c ap a c ity  o f 
510 pounds p e r h o u r. The management a ls o  exp ressed  a d e s i r e  to  re p la c e  
th e  p re se n t s e p a ra te  w asher, e x tr a c to r  system  w ith  a com bination w asher, 
e x tr a c to r .  Two m achines could  be purchased  a t  a  t o t a l  c o s t  o f $28,000 
and c u rre n t la u n d erin g  cap a c ity  would be r e ta in e d .
The company ençloys seven f u l l - t im e  w orkers and one p a r t- t im e  
w orker. The fo llo w in g  wage and s a la ry  in fo rm a tio n  was p ro v id ed ;
1. S a la r ie s  p a id  to  owners = $18.000 -  $20,000 p e r owner, p er
y e a r .
2. Employee wages:
a . Two d r iv e rs  @ $ 4 .5 0 /h r = $180 /w eek /d river
b . F ive  d iap e r fo ld e rs  (? $ 2 .75 /h r = $110 /w eek /fo lder
c . F u ll- t im e  washer @ $ 3 .0 0 /h r = $120/week
d. P a r t- t im e  washer @ $ 3 .0 0 /h r = $60/week, 4 h rs /d a y .
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Due to  th e  u n s k i l le d  n a tu re  o f th e  work, th e  management 
ex p erien ces  a c o n s id e ra b le  amount o f employee tu rn o v e r . At th e  tim e 
o f th e  s tu d y , no company b e n e f i t s  were b e in g  o ffe re d  to  em ployees. 
However, th e  owners were s e r io u s ly  c o n s id e rin g  ex tend ing  l im ite d  
b e n e f i ts  to  b o l s t e r  employee r e te n t io n .  On th e  o th e r  hand, th e  manage­
ment has p rov ided  i t s e l f  w ith  Blue C ross-B lue S h ie ld  h e a lth  coverage.
A p a r t i a l  r e c o n s t r u c t io n  o f a- p r o f i t  and lo s s  s ta tem en t was 
made p o s s ib le  by u s in g  th e  l im ite d  f in a n c ia l  d a ta  su p p lied  by th e  
management o f Rock-A-Dry and p rev io u s  expenses p rovided  by U n iv e rsa l. 
Many of th e  re q u ire d  item s and a s s o c ia te d  expenses were assumed 
s im ila r  fo r  b o th  f irm s .
A ll f ig u re s  p e r ta in  to  1975 and a re  rounded to  th e  n e a re s t  d o l la r .
Gross income: $298,584.00
(Computed on an average  weekly u se  o f 
60 d ia p e r s  p e r custom er, 1,320 0 $ 4 .35/week)
Expenses :
1. S a la r ie s  $ 40 ,000.00
2. Wages
($17 ,280 , $26 ,400 , $5 ,760 , $2,880) $ 52 ,320.00
Gross P r o f i t  $206,264.00
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3. L o st o r  p i l f e r e d  d ia p e rs
(7 .3  X $433)
4 . P l a s t i c  d ia p e r  p a i l  c o n ta in e r s
(300 @ $2.50 each)
5. P l a s t i c  d ia p e r  p a i l  l i n e r s
(7 .3  X  $468)
6. D eo d o rizer t a b l e t s
(7 .3  X  $1.08)
7. 4620 dozen d ia p e rs  ($ 5 .50 /dozen)
8. U t i l i t i e s
(7 .3  X  $800)
9. B u siness and au to  in su ra n c e
10. L aundering  s u p p lie s
11. G aso lin e  and m aintenance
12. A d v e r tis in g
13. M isce llan eo u s m ain tenance
14. Employee income tax  w ith h o ld in g  & PICA 
(Assuming a l l  m arried  p e rso n s  w ith  two 
d ed u c tio n s  each and a m onthly  p a y ro ll  
p e r io d .)
$ 3 ,161 .00
$ 750.00
$ 3 ,416 .00
$ 788.00
$ 25,410.00
$ 5 ,840 .00
$ 2 , 000.00  
$ 2 ,628 .00  
$ 13 ,141.00  
$ 1 ,600 .00
$ 2 ,570 .00
Two d r iv e r s  
F ive  fo ld e r s  
One f u l l - t im e  w asher 
One p a r t- t im e  w asher
$1,802 + 1,095 = $2,897 
$1,188 + 1,673 = 2,861
319 + 365 =
0 + 183 =
684 
183 
$ 6 ,625 .00
15. A c c o u n ta n t's  fe e s
16. NIIS dues 
TOTAL
Net income b e fo re  ta x e s  
C o rp o ra te  Taxes: (22% of $25,000 
p lu s  26% o f $110,697)
NET INCOME AFTER TAXES
$ 1 ,500 .00





CHAPTER I I I  
MARKET RESEARCH AND ANALYSIS 
G eneral M arket Overview and C ond itions
D isposab le  D iaper M arket
In  th e  mid 1 9 6 0 's , P ro c te r  and Gamble in tro d u ce d  th e  d isp o sa b le
d iap e r and i n i t i a t e d  one o f th e  g r e a te s t  m arke ting  su ccesses  in  re c e n t
tim es. O ther c o rp o ra te  g ia n ts  such as  K im berly -C lerk , Johnson & Johnson,
C o lg a te -P a lm o liv e , S c o tt  P ap e r, and I n te r n a t io n a l  Paper en te red  th e
m arket hoping  to  im i ta te  th e  su ccess  o f  P ro c te r  and Gamble b u t they
were in  fo r  some s u r p r i s e s .
Today, P & G m a in ta in s  roughly  tw o - th ird s  o f  th e  $650 m ill io n  
d isp o sa b le  d ia p e r  m arket. The o th e r  m ajors a re  lo s in g  h e av ily  
on d is p o s a b le s . I n te r n a t io n a l  Paper dropped alm ost $30 m ill io n  
b e fo re  s u r re n d e r in g . S c o tt Paper sp en t some $15 m ill io n  on th e  
Baby S c o tts  and Raggedy Ann and Andy d ia p e r  l i n e s ;  bo th  v i r t u a l  
f a i l u r e s .  An ex p erim en ta l l i n e  o f  S c o tt T o tts  has been re c e n tly  
in tro d u c e d . Only K im berly-C lark  w ith  i t s  Kimbies l in e  and more 
r e c e n t ly  Johnson & Johnson have managed to  c ap tu re  a p o r tio n  
o f P & G 's su c c e ss . K-C m a in ta in s  a 17% m arket sh a re .^
Simply s t a t e d ,  P & G has p e r fe c te d  th e  d isp o sa b le  d ia p e r  te c h ­
nology w hereas th e  o th e rs  have n o t. Making a good d isp o sa b le  d ia p e r 
th a t  d o e s n 't  le a k  i s  n o t easy  as K im berly C lark  can a t t e s t .  Kimbies 
leaked . P & G en coun tered  s im ila r  problem s e a r l i e r  b u t managed to  g e t
^"A ll Those Leaky D ia p e rs ."  F o rb es . February  15, 1976, p . 49.
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th e  bugs ou t b e fo re  th e  c o m p e titio n . The te c h n ic a l  problem s cen te red  
around th e  use  o f Rayon f o r  th e  d ia p e r  l in in g .  When p ro p e rly  t r e a te d ,  
i t  a llow s m o is tu re  to  p ass  th ro u g h  to  a n o th e r  ab so rben t la y e r  w h ile  
rem ain ing  d ry  i t s e l f .  However, b o th  P & G and K-C a re  fa c in g  a p o ten ­
t i a l  rayon  sh o rta g e  and must seek  a l t e r n a t i v e s .  P o l lu t io n  c o n tro l 
r e s t r i c t i o n s  a re  fo rc in g  some rayon  p ro d u ce rs  ou t o f b u s in e s s .
B u t, te c h n ic a l  problem s a s id e ,  th e  c ru sh in g  blow fo r  P & G 's 
w ould-be d ia p e r  co m p e tito rs  was t h a t  th e  1974-75 re c e s s io n  
b rough t th e  d isp o sa b le  d ia p e r  b u s in e ss  to  a sudden, g rin d in g  
h a l t  a f t e r  fo u r y e a rs  o f  25% -a-year growth. In  th e  f i r s t  
h a l f  o f 1975 th e re  was even a sm all d e c lin e  in  u n i t  s a le s .
At th e  same tim e , th e  in d u s try  had to  r a i s e  p r ic e s  from 
$10.80 to  $15.40 a case  o v e r th e  l a s t  two y e a r s .^
M others responded to  th e  p r ic e  in c re a s e  by u s in g  bo th  Pampers 
and Kimbies o v e rn ig h t d ia p e r s  (more a b so rb en t)  in s te a d  o f daytim e 
d ia p e r s .  Fewer changes were re q u ire d  and purchases were down 30 p e r­
cen t fo r  a w eek 's  re q u ire m e n ts . P & G coun tered  by r a i s in g  th e  p r ic e  
o f o v e rn ig h t Pampers and in tro d u c in g  a h ig h e r  p r ic e d ,  e x tra -a b so rb e n t 
daytim e d ia p e r .
There a re  s ig n s  t h a t  th e  d is p o sa b le  m arket i s  d e c lin in g . The 
on ly  way P & G k ep t l a s t  y e a r 's  volume from s u b s ta n t ia l ly  d e c lin in g  
was th rough  e x te n s iv e  gim m ick-type a d v e r t i s in g .  The use  o f expensive 
coupons, p r i c e - o f f s ,  and s p e c ia ls  k e p t th e  a f t e r  ta x  m argin to  e ig h t 
p e rc e n t compared to  p rev io u s  m argins o f  te n  p e rc e n t to  tw elve p e rc e n t.
John S ta r r ,  an in dependen t d isp o sa b le  d ia p e r  c o n s u lta n t ,  p r e d ic ts  
th a t  u n i t  s a le s  w i l l  in c re a s e  th e  same as  d isp o sa b le  p e rso n a l income, o r 
f iv e  p e rc e n t .  P r ic e  in c re a s e s  o f betw een f iv e  to  seven p e rc en t would 
b r in g  th e  t o t a l  growth to  betw een 10 p e rc e n t and 12 p e rc en t through 1980.
^ Ib id .
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However, th i s  growth assumes th a t  th e  c u r re n t  48 p e rc e n t sh are  o f th e
t o t a l  d ia p e r  m arket w i l l  be in c re a se d  to  75 p e rc e n t . This i s  a most
o p t im is t ic  o u tlo o k  c o n s id e rin g  th e  c u r re n t  tre n d  away from d isp o sa b le s .
Never a d m ittin g  d e f e a t ,  P & G has e n te re d  th e  o v erseas  m arket
in  West Germany. I t  has e s ta b l is h e d  30 p e rc e n t o f th e  m arket w ith
Pampers s e l l i n g  fo r  13 c en ts  a change w h ile  co n fro n ted  w ith  a lo c a l ly
m anufactured d isp o sa b le  s e l l i n g  fo r  seven c e n ts  a change.
Kimberly C lark  has been fo r e c a s t in g  a  d r a s t i c  slowdown in  
s a le s  o f d isp o sa b le  d ia p e rs  f o r  some tim e and a p p a re n tly  has 
r e a l iz e d  i t .  A revamped Kimbies l i n e  and new ad campaign i s  
b e in g  developed in  an a tte m p t to  c o u n te r  th e  t r e n d . Behind 
an ad theme o f  ’Am erica, we’re  o u t to  change your d i a p e r , ’ 
th e  company re lau n ch ed  Kimbies w ith  improvements in c lu d in g  
an in c re a s e  in  th e  s iz e  and absorbency  o f th e  d ia p e r s ,  a 
new ’s t r o n g e r ’ o n e -p ie ce  ta p e  and a f i f t h  s iz e —e x tra  absorb­
e n t daytim e. Packaging has been re d e s ig n e d  to o , w ith  th e  
name Baby-Shaped Kimbies g iv in g  way to  j u s t  Kimbies. The 
campaign was i n i t i a t e d  in  August 1975 w ith  a budget o f 
ap p rox im ate ly  $8 m il l io n .^
The r e t a i l  m arket i s  s a id  to  be abou t $385 m ill io n  as o f 
May 1975 up from a 1974 y e a r-en d  f ig u r e  o f about $375 m ill io n  
and th a t  annual m arket growth was abou t 22%. Towne-Oller 
f ig u re s  show d isp o sa b le  d ia p e rs  up 23.4% fo r  th e  f i r s t  q u a r te r  
o f ’ 75 and 17.8% fo r  th e  12 months ending  in  March. However, 
e x e c u tiv e s  a t  K im berly-C lark  a re  n o t so o p t im is t ic  as  they  
have reco g n ized  th e  m a rg in a lly  p r o f i t a b l e  r e s u l t s  o f Kimbies 
and have so in d ic a te d  to  sh a re  h o ld e rs  in  A p ril  1975. This 
same r e p o r t  s ta t e d  th a t  a t  l e a s t  p a r t  o f  th e  d is c r e t io n a ry  
income a l lo c a te d  to  d isp o sa b le  d ia p e rs  can be e lim in a te d  in  
h a rd  tim e s .^
D iaper S e rv ice  M arket 
The N a tio n a l I n s t i t u t e  o f In fa n t  Seirvices (N IIS ), based in  
P h ila d e lp h ia , P en n sy lv an ia , was c o n tac te d  to  o b ta in  in fo rm atio n  on
3
"Johnson C lo th  Item s Expanding as  K-C Revamps K im bies," 
A d v e rtis in g  Age. J u ly  21, 1975, p . 1.
^ Ib id .,  p . 54.
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th e  c u r re n t  d ia p e r  s e rv ic e  m arket and o p e ra tio n . The I n s t i t u t e  
p rov ided  s t a t i s t i c s  on th e  number o f d ia p e r  s e rv ic e s  c u r re n t ly  in  
o p e ra tio n  (350 as  o f September 1972), b u t no t th e  number o f m others 
u s in g  such a s e r v ic e .  As no ted  in  th e  p rev io u s  s e c t io n ,  about 50 
p e rc e n t o f th e  t o t a l  d ia p e r  m arket i s  s e rv ic e d  by c lo th .  The p e r­
cen tag e  o f t h i s  amount th a t  can be a t t r i b u t e d  to  d ia p e r  s e rv ic e  use i s  
unknown.
With b e t t e r in g  economic c o n d itio n s  h o p e fu lly  in  th e  o f f in g ,  
more m others co u ld  u se  d is c r e t io n a r y  income to  in v e s t  in  th e  h e a lth  o f 
t h e i r  b a b ie s  and b e n e f i t  from th e  convenience of a p ro fe s s io n a l  d iap er 
s e r v ic e .  A d ia p e r  s e rv ic e  can  produce a b a c te r io s t a t i c  d ia p e r  w ith  
obvious advan tages over d isp o sa b le s  o r home lau n d ered  d ia p e r s .  The 
tre n d  toward sm a lle r  f a m il ie s  coupled  w ith  in c reased  income a ls o  tends 
to  su p p o rt a growing d ia p e r  s e rv ic e  m arke t. The b i r t h  r a t e  i s  c u r re n tly  
down to  l e s s  th an  15 p e r thousand p o p u la tio n , bu t demographers p ro je c t  
an in c re a s e  due to  th e  sh e e r  number o f m others a t  or approaching  c h ild ­
b e a r in g  age. The I n s t i t u t e  acknowledged th a t  f i r s t  and second b ab ies  
c o n s t i tu te  th e  g r e a te s t  m arket p o t e n t i a l  fo r  d ia p e r s e r v ic e .
E c o lo g ic a l c o n s id e ra tio n s  a ls o  enhance th e  d e s i r a b i l i t y  o f
c lo th  d ia p e rs  over d is p o sa b le s . A w e ll known fa c t  i s  th a t  p l a s t i c  i s
n o t b io d e g ra d ab le  and d isp o sa b le s  c o n ta in  p l a s t i c .  P la s t i c  a lso  r e ta in s  
h e a t ,  a m ajor f a c to r  cau sin g  d ia p e r  r a s h .  In  f a c t ,  a c lo th  d ia p e r  can
be co n sid e red  more "d isp o sa b le "  th an  th e  m anufactured d is p o sa b le s .
D isp o sab les  shou ld  n o t be f lu sh e d  down plumbing a lthough  many house­
ho lds do, and o rd in an ces  a ls o  e x i s t  p ro h ib i t in g  d isp o sa l of human w aste 
in  th e  garbage. A nother drawback a s s o c ia te d  w ith  d isp o sa b le s  i s  in f a n t  
sk in  p ro te c t io n .  I t  i s  n o t f e a s ib le  to  im pregnate d isp o sa b le s  w ith  a
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b a c t e r io s t a t  th a t  rem ains l a t e n t  on th e  s h e l f  and e f f e c t iv e ly  i n h ib i t s  
b a c t e r i a l  grow th when in  u se .
W ith p ro p e r d ia p e r  p ro c e ss in g  and s k in  c a re  in  mind, th e  NIIS 
and member d ia p e r  s e rv ic e s  have e s ta b l is h e d  th e  D iaper S erv ice  Accred­
i t a t i o n  C o u n cil. T his C ouncil i s  com prised o f two re se a rc h  p e d ia t r i ­
c ia n s , one b a c t e r io l o g i s t ,  and one p u b lic  h e a l th  r e p re s e n ta t iv e  from a 
m ajor c i t y ,  c u r r e n t ly  Kansas C ity , M isso u ri. In  a d d i t io n ,  th re e  d ia p e r  
s e rv ic e  owners se rv e  on th e  C o u n cil. S tan d ard s  and g u id e lin e s  fo r  
p roper d ia p e r  p ro c e ss in g  have been developed  by th e  C ouncil. Members 
subm it random sample d ia p e rs  once a month f o r  t e s t in g  and com parison 
w ith  e s ta b l is h e d  m ic ro b io lo g ie  and c o n d itio n in g  s tan d a rd s  to  e lim in a te  
c a u s t ic  re s id u e s  and m a in ta in  Ph re q u ire m e n ts .
S ix  e lem en ts a re  e s s e n t i a l  f o r  d ia p e r  s e rv ic e  a c c r e d i ta t io n :
(1) management committed to  h igh  q u a l i ty  s e r v ic e ,  (2) employee under­
s ta n d in g  o f s a n i t a t io n  p ro c e d u re s , (3) good housekeep ing , (4) adequate  
su p e rv is io n  o f d ia p e r  p ro c e ss in g , (5) p la n t  p ro v is io n s  to  minimize c ro ss  
co n tam ination  by germ s, and (6) p ro p e r s a le s  e th ic s  and custom er 
r e l a t io n s .
In  a d d i t io n  to  i t s  a c c re d i t in g  fu n c tio n , th e  C ouncil o f f e r s  
p ro fe s s io n a l  guidance to  members co n ce rn in g  such a re a s  a p o te n t ia l  
sk in  i r r i t a t i o n s  from new soap compounds, new developm ents in  s a n i t a t io n  
p ro ced u res , and o th e r  r e la te d  s u b je c ts  o f i n t e r e s t .
A p r o f e s s io n a l ly  p ro cessed  d ia p e r  must meet th e  fo llo w in g  s p e c i­
f i c a t io n s :  (1) e l im in a tio n  o f b a c te r ia  no rm ally  found to  be p a th o g en ic ,
(2) f in is h e d  to  th e  Ph of norm al s k in  (Ph 5 .5  t  1 .5 ) ,  (3) im pregnation  w ith
a s a fe  b a c t e r io s t a t  to  r e ta r d  th e  developm ent o f ammonia w h ile  in  u se , (4)
s u f f i c i e n t  s o f tn e s s  to  p re v e n t a b ra s io n , (5) adequate  absorbency , and (6)
w h iten ess  fo r  e s th e t i c  re a so n s .
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Most in d ic a t io n s  seem to  s ig n a l  th e  con tinued  v i t a l i t y  and growth 
o f th e  d ia p e r  s e rv ic e  m arket in  y ears  to  come. The growing concern fo r  
p ro p er in f a n t  c a re  d u rin g  th e  d ia p e rin g  p e r io d , and in c reased  aw areness 
o f d ia p e r  s e rv ic e  advantages should a ls o  advance th e  m arket.
S p e c if ic  M arket R esearch and F ind ings 
F ind ings Concerning a Former D iaper S e rv ice
C on sid erab le  e m p ir ic a l re s e a rc h  was u n d ertaken  to  a s c e r ta in  
i f  a d ia p e r  s e rv ic e  d id , a t  some tim e, e x i s t  in  G reat F a l l s .  Among 
th e  so u rces  co n su lted  were th e  p u b lic  l i b r a r y .  Chamber o f  Commerce,
C iv ic  C en te r, and p r iv a te  in d iv id u a ls .  The on ly  sou rce  th a t  proved to  
be b e n e f ic ia l  was c o n ta c t w ith  p r iv a te  in d iv id u a ls . A few of th e  se n io r  
n u rse s  a t  Columbus H o sp ita l b e liev ed  a s e rv ic e  d id  e x i s t  approx im ately  
1960, b u t they  could  n o t remember s p e c i f ic s .  They b e lie v ed  th a t  th e  
R ydell-M urray d e liv e ry  s e rv ic e  was in v o lv ed . A subsequent c o n v e rsa tio n  
w ith  Mr. R ydell in d ic a te d  th a t  he was n o t invo lved  in  th e  b u s in ess  bu t 
th a t  a Mr. Roy E. Fox may have been.
The c o n v e rsa tio n  w ith  Mr. Fox c le a r ly  e s ta b l is h e d  th a t  a d ia p e r 
s e rv ic e  was a ttem pted  in  1960 bu t f a i l e d .  Mr. Fox was th e  v ic e  p re s id e n t 
o f th e  form er Id e a l  Laundry and knew th e  management o f th e  Save-A-Nickel 
Laundry, 1116 C e n tra l Avenue, o p e ra tin g  in  1960. I t  was th i s  laundry  
th a t  made th e  u n su cc e ss fu l a ttem p t a t  th e  d ia p e r  s e r v ic e .  U n fo rtu n a te ly , 
th e  management i s  no lo n g e r in  th e  a rea  and u n a v a ila b le  fo r  c o n ta c t.
Mr. Fox r e c a l le d  th a t  th e  reaso n s  fo r  f a i l u r e  were tw ofo ld . One, Save- 
A -N ickel appeared f in a n c ia l ly  in se c u re , and two was an in s u f f i c i e n t  
p o p u la tio n  base  in  G reat F a l l s .  This d ia p e r  s e rv ic e  never a c tu a l ly  
s t a r t e d  b e fo re  Id e a l  purchased  Save-A -N ickel. Id e a l  was e v e n tu a lly
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purchased  by th e  N a tio n a l Laundry, now th e  l a r g e s t  in  G reat F a l l s .
The p o p u la tio n  o f  G reat F a l l s  in  1960 was 55,245^ and Mr. Fox though t 
t h i s  f ig u re  to  be i n s u f f i c i e n t  to  su p p o rt d ia p e r  s e rv ic e . He a ls o  
c i te d  b a s ic  r u r a l  a t t i t u d e s  and th e  economy as c o n s tr a in ts  on a c c e p t­
ance . No f u r th e r  a tte m p ts  have been made s in c e  th a t  tim e to  e s t a b l i s h  
a d ia p e r  s e rv ic e  in  G reat F a i l s .  This c o n c lu s io n  was s u b s ta n t ia te d  by 
c o n su ltin g  a l l  th e  G reat F a l l s  C ity  D ir e c to r ie s  from 1959 u n t i l  th e  
p re s e n t .
The p o p u la tio n  fo r  G reat F a l l s  i s  p ro je c te d  to  be 60,869 in  
January  1977.^ T his f ig u r e  i s  fo r  th e  c i t y  only  and does n o t in c lu d e  
th e  e n t i r e  S tandard  M e tro p o lita n  S t a t i s t i c a l  A rea. This p r o je c t io n  
re p re se n ts  an in c re a s e  o f  only  5,624 in  th e  17 y ea rs  from 1960.
N oting th i s  sm all in c r e a s e ,  one m ight conclude  th a t  th e  p o p u la tio n  base  
rem ains i n s u f f i c i e n t .  Taking t h i s  in to  c o n s id e ra t io n , a m arket su rvey  
was developed to  accum ulate and an a ly ze  p u b lic  o p in io n , a t t i t u d e s ,  and 
demand. The f in d in g s  o f t h i s  su rvey  a re  d iscu ssed  in  th e  fo llo w in g  
s e c t io n .
Sample Survey R e su lts  and C onclusions
A most im p o rtan t a sp e c t o f  t h i s  s tu d y  was a r e l i a b l e  d e te rm in ­
a t io n  o f  p u b lic  demand fo r  a d ia p e r  s e r v ic e .  W ithout s u f f i c i e n t  demand, 
needed revenues and p r o f i t s  cou ld  n o t be g en e ra ted . D ire c t feedback  
from p o te n t ia l  custom ers was needed to  p ro v id e  th i s  re q u ire d  in fo rm a tio n .
^1961 G reat F a l l s  C ity  D ire c to ry , (Kansas C ity : R. L. P o lk  & 
C o., P u b lis h e rs ,  1961), p . v i i i .
^1976 E d ito r  & P u b lish e r  M arket G uide, (New York: E d ito r  & 
P u b lish e r  C o ., I n c . ,  1975), p . 421.
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T h e re fo re , th e  te lep h o n e  q u e s t io n n a ir e ,  i l l u s t r a t e d  in  F igure  
10, was used in  co n ju n c tio n  w ith  re c e n t  b i r t h  d a ta  to  e s ta b l i s h  p u b lic  
a t t i t u d e s  about a d ia p e r  s e r v ic e .  The te lep h o n e  was s e le c te d  as the  
prim ary  means o f c o n ta c t fo r  th e  obvious rea so n s  o f speed , convenience, 
and p e rso n - to -p e rso n  com m unication. Throughout th e  survey  p e r io d , the  
advantage o f  t h i s  in te rv ie w  method was q u i te  e v id e n t. A m other’s views 
and id e a s  were a s c e r ta in e d  e a s i ly  w ith  a c e r t a in  amount o f d e f in i t io n  
n o t p o s s ib le  th rough  o th e r  means.
Survey S tru c tu re
The te lep h o n e  survey  base  was composed o f a l l  re c e n t m others 
i d e n t i f i e d  in  th e  G reat F a l l s  T ribune v i t a l  s t a t i s t i c s  s e c t io n  cover­
in g  th e  p e rio d  March 12 th rough  May 30, 1976. A t o t a l  number o f 294 
b i r t h s  were reco rd ed  in  t h i s  p e r io d , b u t on ly  256 were considered  in  
th e  b ase  as th e  s tu d y  was co n fin ed  to  th e  G reat F a l l s  c i ty  l im i t s .  As 
a m a tte r  o f p r a c t i c a l i t y ,  Malmstrom A ir Force Base and r u r a l  ro u te s  
were in c lu d ed  in  th e  survey  base  a lth o u g h  te c h n ic a l ly  o u ts id e  th e  c i ty  
l im i t s .  W ith th e  e x ce p tio n  o f th o se  81 re s id e n c e s  having  e i th e r  no 
te le p h o n e , u n l i s te d  num bers, o r no c o n ta c t ,  a l l  o th e rs  inc lu d ed  in  th e  
survey  base  were c o n ta c te d . The t o t a l  number o f resp o n ses  eq u a lled  
175.
In  o rd e r  to  d iv e r s i f y  su rvey  in p u ts ,  a l im ite d  number o f 
q u e s tio n n a ire s  were m ailed  to  m others in  th e  survey  b a se . Twenty- 
e ig h t  q u e s t io n n a ire s  were m ailed  on May 12, 1976, to  m others having 
e i th e r  no te lep h o n e  o r  u n l i s te d  numbers. The q u e s tio n n a ire  was accom­
pan ied  by th e  cover l e t t e r  p re se n te d  in  F ig u re  11, and se n t w ith  a 
stamped s e lf -a d d re s s e d  envelope . As o f t h i s  tim e , seven have been
4 2
H ello : I 'm  Bob S chan l. I  am conducting  a te lep h o n e  su rvey
concern ing  th e  p o s s i b i l i t y  o f owning and o p e ra tin g  a d ia p e r  
s e r v ic e .  Would you p le a s e  ta k e  a  few m inutes to  answer some 
q u e s tio n s?  Yes _____  No  .
1. Have you ev e r used a p ro f e s s io n a l  d ia p e r  se rv ic e ?
Yes   No  .
2. I f  y e s , what do you c o n s id e r  to  he th e  g r e a te s t  b e n e f i t  o f 
such a s e rv ic e ?
3. I f  no , have you ev e r co n sid e red  u s in g  a d ia p e r  s e rv ic e ?
a . Why? ___________________________________________________
h. Why n o t?  _______________________________________________
c. I f  t h i s  s e r v ic e  were a v a i la b le  a t  th e  tim e o f your c h i l d 's  
b i r t h ,  would t h i s  a f f e c t  your c o n s id e ra tio n ?
Yes ______ No ______.
4 . W ill you p le a s e  t e l l  me th e  ty p e  o f d ia p e rs  you a re  p re s e n tly  
using?  _______________________________________________________________
5. Would you be w i l l in g  to  pay $4.00 o r  $4.50 p er week i f  such a 
s e rv ic e  were a v a ila b le ?  Yes  No ______.
Why no t?  _____________________________________________________________
6. I f  you used th e  d ia p e r  s e r v ic e ,  would you ag ree  to  r in s e  s o i le d  
d ia p e rs  p r io r  to  p la c in g  in  a c o n ta in e r  su p p lie d  by th e  se rv ice ?  
Yes _____  No   Why n o t?  ___________________________
7. How long  would you expec t to  use th e  d ia p e r  s e rv ic e ?
8. I s  your husband in  th e  m il i ta r y ?  YeS _____  No_____
9. Thank you v ery  much Mrs. ____________________ .
F ig . 1 0 .— Sample te lep h o n e  q u e s t io n n a ire .
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4640A Ironwood 
G reat F a l l s ,  Montana
Dear Mrs.
C o n g ra tu la tio n s  on th e  re c e n t  b i r t h  o f your
C oncerning th e  ty p e  o f  d ia p e r s  you a re  now u s in g , 
you m ust, by n e c e s s i ty ,  choose one of only  two 
a l t e r n a t iv e s :  (1) e i th e r  d is p o sa b le , or (2) c lo th
re q u ir in g  home la u n d e r in g .
G reat F a l ls  does n o t p re s e n t ly  have a d ia p e r 
s e r v ic e ,  b u t I  in te n d  to  o f f e r  t h i s  a l t e r n a t iv e  
i f  enough m others e x p re ss  an i n t e r e s t  in  such a 
s e r v ic e .  In  c o n ju n c tio n  w ith  t h i s  e f f o r t ,  I  
would g r e a t ly  a p p re c ia te  a few m inutes o f your 
tim e to  answer th e  en c lo sed  q u e s tio n n a ire .  A 
stam ped, s e lf - a d d re s s e d  envelope has been p ro ­
v ided  fo r  your convenience in  r e tu rn in g  th e  
q u e s t io n n a ir e .
I  would l i k e  to  em phasize th a t  th e  p r ic e  quoted 
in  q u e s tio n  number 5 i s  very  c lo s e  to  what you 
a re  now paying  fo r  d isp o sa b le  o r  c lo th  d ia p e r s .
S in c e re ly ,
R. L. SCHANI
F ig . 1 1 .— Q u e stio n n a ire  cover l e t t e r .
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re c e iv e d  fo r  a re sp o n se  r a t e  of 25 p e rc e n t ;  somewhat h ig h e r than th e  
10 to  15 p e rc e n t o r ig i n a l ly  expec ted . Of th e  seven re c e iv e d , th re e  
m others in d ic a te d  they  would use th e  d ia p e r  s e r v ic e  and fo u r would n o t. 
O r ig in a l ly , i t  was assumed th a t  th e  m a jo r i ty  o f re tu rn e d  responses 
would be a f f i r m a t iv e  and th a t  n o n -re c e ip t  would in d ic a te  a n e g a tiv e  
resp o n se . However, t h i s  was n o t th e  c a s e . T h e re fo re , i t  cannot be 
im plied  th a t  th e  rem ain ing  21 q u e s t io n n a ire s  would be n e g a tiv e .
The c h ie f  O b s te tr ic s  Nurse a t  Columbus H o sp ita l and LaMaze 
p re n a ta l  c la s s  in s t r u c to r s  were asked to  d i s t r i b u t e  q u e s tio n n a ire s  to  
ex p ec tan t m others. Both were very  c o o p e ra tiv e  and in te r e s te d  in  th e  
su rvey . Q u es tio n n a ire s  were d i s t r ib u te d  to  b o th  June and Ju ly  1976 
c la s s e s .  A t o t a l  o f 46 re sp o n ses  were re c e iv e d .
Table 1 i l l u s t r a t e s  th e  combined r e s u l t s  o f a l l  completed 
q u e s t io n n a ir e s .
Q u estio n n a ire  S tru c tu re
I t  must be no ted  th a t  t o t a l s  fo r  s p e c i f i c  q u e s tio n s  do no t 
n e c e s s a r i ly  equal th e  t o t a l  number o f q u e s t io n n a ir e s  rece iv ed  fo r  a 
p a r t i c u la r  group. This s i tu a t io n  was caused  by a respondent e i th e r  
n o t com pleting th e  q u e s tio n n a ire  o r  f a i l i n g  to  reco g n ize  th e  m utual 
e x c lu s io n  a sp e c t o f  th e  q u e s tio n n a ire . In  th e  case  o f th e  LaMaze 
group fo r  Q uestion  Number 8 , th e  t o t a l  number o f "yes" and "no" 
re sp o n ses  e q u a lled  33 b u t 34 q u e s t io n n a ire s  were re c e iv e d . One 
in d iv id u a l  sim ply d id  n o t com plete t h i s  q u e s tio n .
S ev e ra l examples can be c i te d  co n ce rn in g  th e  ex c lu s io n  a sp e c t 
of th e  q u e s t io n n a ir e . For in s ta n c e , a "y es"  answer to  Q uestion Number 1 
p rec lu d ed  th e  a sk in g  o f Q uestion  Number 3. T h e re fo re , no response was
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TABLE 1
COMBINED RESULTS OF ALL COMPLETED QUESTIONNAIRES
r -------------- ------------
T LM PN M T o ta l
Number o f Responses 170* 34 23 7 223












Q uestion  #2 *



























































Q uestion  #6 *
Q uestion  #7 *












Key: T = Telephone Q u e stio n n a ire
LM = LaMaze Q u e stio n n a ire  
PN = P re -N a ta l Q u e s tio n n a ire  
M = M ailed-O ut Q u e stio n n a ire  
* = E x p lan a tio n  Follow s
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expected  fo r  t h a t  e n t i r e  q u e s tio n  fo r  t h a t  p a r t i c u l a r  q u e s tio n n a ire .
Or a "yes" answer to  Q u estion  Number 3 e lim in a te d  th e  need to  ask  
Q uestion  Numbers 3b and 3c. A "y es"  answ er to  Q uestion  Number 3 a lso  
assumed a p o s i t iv e  re sp o n se  to  Q uestion  Number 3c. On th e  o th e r  hand, 
a "no" o r  "maybe" answer to  Q uestion  Number 3 n e c e s s i ta te d  ask ing  
e i th e r  3a , 3b, o r  3c , a s  a p p ro p r ia te .  L ik ew ise , a "no" o r "maybe" 
resp o n se  could  even r e s u l t  in  a "maybe" re sp o n se  to  Q uestion Number 3c.
A ll q u e s t io n n a ir e s ,  ex c lu d in g  th o se  accom plished by te lep h o n e , 
had Q uestion  Number 3c com pleted . O bv iously , th e  in d iv id u a l  com pleted 
th e  q u e s tio n n a ire  d is re g a rd in g  th e  b u i l t  in  e x c lu s io n  p ro v is io n . The 
te lep h o n e  method p rec lu d ed  a sk in g  Q u estion  Numbers 6 and 7 as they  d id  
n o t app ly  i f  th e  answ ers to  Q uestion  Number 5 were n e g a tiv e .
Q u estio n n a ire  R e su lts
In  th e  te lep h o n e  p o r t io n  o f  th e  su rv e y , on ly  f iv e  m others, o r 
2 .9  p e rc e n t, d id  n o t respond to  th e  q u e s t io n n a ir e . A non-response  
was counted as  a  v a l id  re sp o n se  b u t n o t in c lu d e d  in  th e  o v e ra l l  response 
t o t a l .  That i s ,  a te lep h o n e  t o t a l  o f 170 in s te a d  o f 175 was used .
Non resp o n se  to  a q u e s t io n n a ir e  c re a te d  a gap in  th e  t o t a l  number o f 
resp o n ses  to  a l l  e ig h t  q u e s tio n s .
Of th e  f iv e  m others th a t  had p re v io u s ly  used a d ia p e r  s e rv ic e , 
on ly  one was d i s s a t i s f i e d .  The rea so n  was th e  f i r m 's  in ad eq u a te  s e rv ic e  
and d e liv e ry  p o l i c i e s .  The o th e r  fo u r would d e f in i t e ly  use  the  d ia p e r 
s e rv ic e  i f  a v a i la b le  in  G reat F a l l s .
The overwhelm ing re sp o n se  to  Q uestion  Number 2 can be summed up 
as  a convenience. A lthough some re sp o n se s  d id  in d ic a te  tim e and even 
c o s t  ad v an tag es.
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As p re v io u s ly  m entioned , th e  f iv e  response  d e f i c i t  in  th e  165 
te lephone  t o t a l  to  Q uestion  Number 3 i s  ex p la in ed  by f iv e  responses 
n o t r e q u ire d  from m others t h a t  p re v io u s ly  used a d ia p e r s e rv ic e . The 
same e x p la n a tio n  a p p lie s  to  th e  p r e - n a ta l  t o t a l  o f  e leven  in  Q uestion 
Number 3.
For s im i la r  re a so n s , th e  te lep h o n e  t o t a l  o f 121 in  Q uestion 
Number 3c does n o t eq u a l th e  170 re sp o n se  t o t a l .  However, th e  b u i l t - i n  
e x c lu s io n  f a c to r  would add th e  44 "y es"  responses to  Q uestion Number 3 
as  "yes"  re sp o n ses  to  Q uestion  Number 3c. These m others have a lre ad y  
co n sid e red  u s in g  th e  s e r v ic e .  A fte r  c o n s id e rin g  th e  f iv e  m others n o t 
asked , th e  t o t a l  does eq u a l 170.
The answ ers to  Q uestions 3a and 3b p e r ta in in g  to  c o n s id e ra tio n  
o f  use d is c lo se d  r e la te d  re sp o n se s . Those responden ts  n o t c o n s id e rin g  
use  o f  th e  d ia p e r  s e rv ic e  o f fe re d  a v a r ie ty  o f rea so n s . The m a jo rity  
owned home la u n d erin g  f a c i l i t i e s  and w anted to  lau n d er th e i r  own d ia p e r s . 
O thers were n o t aware o f  th e  d ia p e r  s e r v ic e  fu n c tio n , s ta te d  they  could  
n o t a f fo rd  i t ,  o r  sim ply had nev er co n sid e red  u s in g  a d ia p e r  s e r v ic e .
The c u r re n t  n o n - a v a i la b i l i ty  o f a d ia p e r  s e rv ic e  accounted fo r  t h i s  
l a s t  re sp o n se . A few m others commented th a t  t h e i r  b ab ies  were a le r g ic  
to  c lo th  and must use d isp o sa b le s . Those th a t  considered  u sin g  the  
s e rv ic e  were a t t r a c t e d  by th e  convenience f a c to r  and some m others 
sim ply d i s l ik e d  la u n d e r in g . O thers th o u g h t th e  s e rv ic e  was le s s  
expensive  th a n  e i th e r  d isp o sa b le s  o r  home la u n d e rin g .
I f  a re p ly  in d ic a te d  th e  use  o f bo th  c lo th  and d isp o sa b le s  to  
Q uestion  Number 4 , th e  m other was co n sid e red  to  be p r im a r i ly  u s in g  c lo th .  
Most m others use d isp o sa b le s  f o r  a few weeks o r months then  sw itch  to  
c lo th ;  u s in g  d isp o sa b le s  on ly  when t r a v e l in g .  The ex p ec tan t-m o ther
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resp o n ses  from LaMaze and p r e - n a ta l  c la s s e s  d id  no t equal th e  t o t a l  
number o f q u e s t io n n a ir e s  because a number o f responden ts  were undecided 
concern ing  th e  ty p e  th ey  would u se .
Q uestion  Number 5 re c e iv e d  on ly  th re e  "maybe" answers demon­
s t r a t i n g  th a t  m others had d e f in i t e  a t t i t u d e s  concern ing  use of th e  
d ia p e r s e r v ic e .  The te n ta t iv e  p r ic e  ran g e  o f $4.00 -  $4.50 was d ev e l­
oped in  c o n ju n c tio n  w ith  case  s tu d y  f in d in g s  and th e  re v ised  c o s t com­
p a r iso n  ta b le  (T ab le  2) fo r  th e  G reat F a l l s  a r e a .  The average weekly 
c o s t  o f betw een $5 .00  and $6.00 fo r  d is p o sa b le  d ia p e r use was a lso  
co n sid e red . The in t e n t  was to  u n d ercu t th e  d isp o sa b le  p r ic e  and cap­
tu r e  a p o r t io n  o f  t h a t  m arket. On a s t r i c t l y  c o s t  b a s is ,  m others u sing  
d isp o sa b le s  reco g n ized  th e  c o s t  advan tages more re a d ily  than  th o se  
s e le c t in g  home la u n d e r in g . The convenience o f home lau n d erin g , c o s t 
c o n s id e ra t io n s , and use  o f p rev io u s  c h i ld r e n 's  d iap e rs  accounted fo r  
th e  m a jo r ity  o f  n e g a tiv e  re sp o n ses  to  Q uestion  Number 5. I t  was d i f ­
f i c u l t  to  convince  m others th a t  home la u n d e r in g  c o s ts  could approxim ate 
th o se  o f th e  d ia p e r  s e rv ic e  when a r t i c l e s  o th e r  than  d ia p e rs  a lso  
re q u ire  la u n d e r in g . In  many c a s e s ,  th o se  n o t w i l l in g  to  pay th e  
proposed p r ic e  d id  ag ree  th a t  i t  seemed to  be rea so n ab le . O v e ra ll, 45 
p e rc en t o f th o se  surveyed in d ic a te d  th ey  would use th e  d ia p e r s e rv ic e  
i f  a v a i la b le .
I n i t i a l l y ,  a t a r g e t  accep tan ce  r a t e  o f between 20 and 30 p e r­
cen t o f th e  a n t ic ip a te d  m arket base  was co n sid ered  necessa ry  fo r  adequate 
demand. This t a r g e t  was based on th e  f in d in g s  in  th e  case s tu d ie s ,  and 
th e  p r o je c t io n s  shown in  F ig u re  12. In  1975, 1,636 b i r th s  were recorded  
in  G reat F a l l s .  This t o t a l  r e p re s e n ts  1 ,290 Deaconess H o sp ita l b i r t h s  
and 346 Columbus H o sp ita l b i r t h s .  E xclud ing  approxim ately  216 ou t-o f-to w n
TABLE 2
REVISED COST COMPARISON CHART
D iaper S erv ice D isposab le  D iapers* Home Laundering C osts p e r Load#
40 d ia p e rs  p e r week $4.00 
50 d ia p e rs  p e r week 4 .10  
60 d ia p e rs  p e r week 4 .20  
70 d ia p e rs  p e r week 4 .30 
80 d ia p e rs  p e r week 4 .40  
90 d ia p e rs  p e r week 4 .50
Pampers Newborn (30) $1.90 
Pampers Daytime (30) 2.15 
Pampers O vernight (12) 1.23 
Pampers Toddler^ (12) 1.42 
Kimbles Newborn (30) 1.94 
Kimbles Daytime (30) 2.19 
Kimbles O vernight (12) 1.27 
Kimbles T o d d le r ;(12) 1 .50
P re -so ak  (1 /2  cup) $ .24 
D e te rg e n t, (1 cup) .34 
B leach (1 /2  cup) .05 
S o ften e r (1 /2  cup) .12 
Water (28 g a l s . )  .03 
Heat fo r  w a ter .08 
E l e c t r i c i t y  (w asher) .02 
E l e c t r i c i t y  (d ry e r)  .15 
D iapers (300 load  w r i te - o f f )  .28 
D iaper p a i l  (300 load  w r i te - o f f )  .03 
Washer wear .12 
Dryer wear .08
Average weekly c o s t fo r  
90 d ia p e rs  = $4.50
A d d itio n a l d ia p e rs  (over 90) 
a re  3 c en ts  each .
Average weekly c o s t  (depending 
on d ia p e r  typei and usage) = 
$5.75 -  $6.00
T o ta l c o s t  p e r load  = $1.54
Average weekly c o s t  fo r  
90 d ia p e rs  (4 lo ad s) = $6.16
VO
^ P rices  in d ic a te d  a re  th e  averages fo r  id e n t ic a l  d ia p e r  brands p r ic e d  a t  v a rio u s  lo c a l  s to r e s  and 
l i s t e d  in  Table 3.
#Local p r ic e  com parisons fo r  a l l  c o s ts  as shown in  F igure  5, d id  no t vary  enough to  re q u ire  ad ju stm en t.
NOTE: I t  has been noted  th a t  no t a l l  households w i l l  use an average of 90 d ia p e rs  per week and th e re fo re  
th e  average weekly c o s t would be le s s .
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CITY POPULATIONS BY AGE AND SEX USING MIGRATION-SURVIVAL 









M ig ra tion
P ro je c tio n s  
1975 1980
Male 0 - 4  
5 - 9  
10 -  14 
15 -  19 
20 -  24 
25 -  29 
30 -  34 
35 -  39 
40 — 44 
45 -  49 
50 -  54 
55 -  59 
60 — 64 
65 -  69 
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Female 0 - 4  
5 - 9  
10 -  14 
15 -  19 
20 -  24 
25 -  29 
30 -  34 
35 -  39 
40 — 44 
45 -  49 
50 -  54 
55 -  59 
60 — 64 
65 -  69 























































































T o ta ls 55,357 60,091 -3 ,913 63,185 66,671
SOURCE: Jon Thompson, " F e a s ib i l i ty  Study
Sized Superm arket in  G reat F a l l s ,  
U n iv e rs ity  o f Montana, 1975.
fo r  a New Medium-To-Large 
M ontana," P ro fe s s io n a l P ap er,
NOTE: Assumes con tinued  1960 -  1970 m ig ra tio n  t re n d s . I t  i l l u s t r a t e s
what th e  c i t y  p o p u la tio n  would be in  1975 and 1980 i f  1960 -  1970 
b i r t h ,  d ea th  and m ig ra tio n  r a t e s  rem ain c o n s ta n t through 1980.
F ig . 1 2 .— G reat F a l ls  p o p u la tio n  p ro je c t io n s .
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b i r t h s ,  a p o te n t i a l  annual m arket base  o f about 1,420 appeared to  
e x is t  f o r  G reat F a l l s  in  1975.
The survey  p e rio d  covered  alm ost th re e  months o f a c tu a l  b i r t h s .
The survey a ls o  inc lu d ed  th e  p r e - n a ta l  c la s s e s  and m a iled -o u t q u es tio n ­
n a ir e s .  The t o t a l  sample s iz e  o f 223 equaled  16 p e rc e n t o f th e  o v e ra l l  
1975 m arket b a se . However, th e  175 sample s iz e  t o t a l  from th e  t e l e ­
phone p o r t io n  o f th e  survey  e s ta b lis h e d  68 p e rc e n t o f th e  256 survey 
base . The survey  s t r u c tu r e  and q u e s tio n n a ire  c o n te n t e s ta b lis h e d  th e  
v a l id i ty  o f th e se  sample s iz e s .
Assuming a 100 p e rc e n t survey  could  have been accom plished, 
an accep tance  r a t e  of between 30 and 40 p e rc e n t m ight be a reaso n ab le  
p ro je c t io n . A lthough th i s  f ig u r e  i s  low er th an  th e  45 p e rcen t in d ic a te d  
by th e  a c tu a l  su rvey  r e s u l t s ,  a l a r g e r  response  base  could d im in ish  th e  
accep tance  r a t e .  But through  t h i s  same re a so n in g , th e  r a te  could 
in c re a s e . A co n se rv a tiv e  e s tim a te  i s  more r e a l i s t i c  fo r  subsequent 
budgeting  p u rp o ses.
A ll m others ag ree in g  to  use th e  d ia p e r  s e rv ic e  a lso  agreed to  
r in s e  out s o i le d  d ia p e r s . The response  to  Q uestion  Number 7 v a rie d  
from a few months to  u n t i l  th e  c h ild  was out o f d ia p e r s .  Customer l i f e  
must a ls o  be c o r re la te d  w ith  th e  q u a l i ty  o f s e rv ic e  p rov ided .
Summarization
Some in te r e s t in g  com parisons between q u e s tio n  responses were 
developed and a re  s ig n i f ic a n t  to  t h i s  su rvey . Of th e  147 "no" and 
f iv e  "maybe" re sp o n ses  to  Q uestion  Number 3 , 58 (38 p e rc e n t)  s ta te d  they  
might co n sid e r u s in g  th e  s e rv ic e  i f  a v a i la b le  a t  tim e o f b i r t h  and 97 
(64 p e rc e n t)  s ta t e d  th a t  a v a i l a b i l i t y  would n o t a f f e c t  th e i r  c o n s id e ra tio n .
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N ineteen  (12 .5  p e rc e n t)  rem ained undecided . T o ta l responses exceeded 
t h e i r  152 and a ls o  exceeded 100 p e rc e n t because re sp o n d en ts , o th e r  
than  those  surveyed by te lephone, gave m u ltip le  answ ers.
Comparing Q uestion Number 3 to  Q uestion Number 5 produced the  
fo llow ing  r e s u l t s :  65 resp onden ts  in d ic a te d  p o s s ib le  c o n s id e ra tio n  and
52 o f th e se  (80 p e rc e n t)  would use th e  s e rv ic e ;  13 (20 p e rc e n t)  would 
n o t .  Of th e  147 th a t  had n o t co n sid ered  using  th e  s e r v ic e ,  44 (30 p e r­
cen t) would use and 103 (70 p e rc e n t)  would n o t. Among th e  f iv e  undecided 
re sp o n d en ts , two would u se , one would n o t ,  and two rem ained undecided .
Among th e  152 resp o n d en ts  th a t  used o r a n t ic ip a te d  u s in g  c lo th  
d ia p e r s ,  60 (39 p e rc e n t)  would use th e  d ia p e r  s e rv ic e  and 89 (59 p e rc en t)  
would n o t. Three rem ained undecided . Of th e  52 responden ts  s e le c t in g  
d isp o sa b le  d ia p e r  u se , 29 (56 p e rc e n t)  would use th e  d ia p e r  s e rv ic e  and 
23 (44 p e rc e n t)  would n o t. N ineteen  ex p ec tan t m others were undecided 
as  to  which type  of d ia p e r  they  would e v e n tu a lly  u se ; however, 5 (26 
p e rc e n t)  would u t i l i z e  th e  d ia p e r  s e rv ic e  and 14 (74 p e rc e n t)  would 
n o t.
One hundred m il i t a r y  dependents were inc luded  in  th e  survey  
and 41 o f th e se  (41 p e rc e n t)  would use and 59 (59 p e rc e n t)  would n o t 
use th e  d ia p e r  s e rv ic e . The rem ain ing  122 c iv i l i a n s  surveyed in d ic a te d  
th a t  59 (48 p e rc en t)  and 65 (52 p e rc e n t)  r e s p e c tiv e ly , would o r would 
n o t use th e  d ia p e r  s e rv ic e .
H o sp ita l In te rv iew s w ith  C hief O b s te tr ic  Nurses
Mrs. H idalgo , C hief OB N urse, was co n tac ted  and in te rv iew ed  
concern ing  newborn d ia p e r  usage fo r  Deaconess H o sp ita l . She exp la ined  
th a t  th e  n u rs in g  s t a f f  used c lo th  d ia p e rs  e x c lu s iv e ly  and th e  h o s p i ta l
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m aintained  i t s  own lau n d erin g  f a c i l i t y .  C lo th  was p re fe r re d  fo r  con­
t r o l l e d  hygenic p ro c e ss in g  and com fort. The chances o f bo th  d ia p e r  
rash  and cord in f e c t io n  a re  d im in ished  by c lo th  d ia p e r  u se . The n u rs in g  
s t a f f  has never co n sid erd  sw itch in g  to  d isp o sa b le s  and h ig h ly  recommends 
continued  c lo th  d ia p e r  use to  d isch a rg ed  m others. Mrs. H idalgo commented 
th a t  m others had , on s e v e ra l  o c a s s io n s , in q u ire d  about th e  a v a i l a b i l i t y  
of a d ia p e r s e rv ic e  in  G reat F a l l s .  She would be very  w i l l in g  to  d is ­
t r i b u te  and e x p la in  any prom otional m a te r ia ls  p rov ided  to  th e  h o s p i ta l  
by th e  proposed d ia p e r  s e rv ic e .
The in te rv ie w  w ith  Mrs. Gaudreau, C hief OB Nurse o f Columbus 
H o sp ita l , e s ta b l is h e d  th a t  d isp o sa b le s  were p r e f e r r e d ,  b u t fo r  e s s e n t i a l l y  
th e  same reaso n s  as th e  c lo th  p re fe re n c e  c i te d  by Mrs. H idalgo. A lthough 
th e  throw-away convenience f a c to r  was most im p o rta n t, c e r ta in  a n t i s e p t i c  
advantages appealed  to  th e  n u rs in g  s t a f f .  The h o s p i ta l  m a in ta in s  a 
laundry  f a c i l i t y  b u t i t  i s  ex trem ely  h a rsh  on d ia p e r s .  C lo th  d ia p e rs  
were p re v io u s ly  used u n t i l  n u rs in g  s t a f f  in s is ta n c e  prompted th e  sw itch . 
Since Columbus h an d les  only  o n e - th ird  as many b i r t h s  as  D eaconess, th e  
convenience o f d isp o sa b le s  appeared to  be th e  prim ary reaso n  fo r  th e  
change to  d isp o sa b le s .
A pproxim ately 350 annual b i r t h s ,  o r 30 p er month, a re  adm in is­
te re d  by Columbus h o s p i ta l .  Pampers a re  p re s e n tly  b e in g  u t i l i z e d  a t  
a c o s t o f $13.00 p e r c ase ; each case  c o n ta in in g  360 d ia p e r s .  Three to  
f iv e  cases a re  used m onthly. The d ia p e r in g  needs r e s u l t s  in  a monthly 
expense of $52.00. The h o s p i ta l  i s  pay ing  $1.07 p e r 30 d ia p e rs  compared 
to  a r e t a i l  p r ic e  of $2.00 fo r  th e  same q u a n tity  o f newborn d is p o sa b le s .
A q u a n tity  d isco u n t on th e  w ho lesa le  p r ic e  i s  re s p o n s ib le  fo r  t h i s  d i f ­
fe re n ce . Even w ith  th i s  d is c o u n t, th e  d ia p e r  s e rv ic e  would c o s t  only
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42 cen ts  more p e r 30 d ia p e r s .  The m onthly c o s t  of th e  d ia p e r s e rv ic e  
would be $72.00 compared to  th e  p re s e n t expense of $52.00. This assumes 
a monthly usage r a t e  o f fo u r c a s e s . Mrs. Gaudreau s ta te d  th a t  a sw itch  
m ight be co n sid e red  w ith  s t a f f  ap p ro v a l. She agreed  to  d i s t r ib u te  any 
prom otional l i t e r a t u r e  su p p lie d  to  th e  h o s p i ta l  by th e  proposed d ia p e r 
s e rv ic e .
Day-Care C en ter M arket P o te n t ia l
O r ig in a l ly ,  th e  d a y -c a re  c e n te r  m arket p o te n t ia l  appeared prom­
is in g ,  b u t f u r th e r  re s e a rc h  in d ic a te d  o th e rw ise . Montana law re q u ire s  
th a t  any c h ild  a t te n d in g  a d a y -c a re  c e n te r  must be p re v io u s ly  t o i l e t  
t r a in e d .  T his req u irem en t e f f e c t iv e ly  e lim in a te d  th e se  f a c i l i t i e s  from 
f u r th e r  c o n s id e ra tio n .
H ealth  D epartm ent Requirem ents
C ontact w ith  th e  county  h e a l th  departm ent d is c lo se d  no r e s t r i c ­
t io n s  on th e  fo rm atio n  and o p e ra tio n  o f a d ia p e r  s e rv ic e .  On th e  o th e r  
hand, th e  departm ent has n ev er been inv o lv ed  w ith  th e  o p e ra tio n  o f a 
d ia p e r  s e rv ic e .  Only a c tu a l  o p e ra tio n s  and subsequent h e a l th  problem s, 
i f  any, would d i r e c t l y  in v o lv e  th e  departm en t. No hygenic problem s a re  
a n t ic ia p te d ,  however.
CHAPTER IV 
PROMOTIONAL REQUIREMENTS
A fte r  an a ly z in g  and in te r p r e t in g  th e  m arket survey  r e s u l t s ,  i t  
became r e a d i ly  ap p a ren t th a t  a m a jo r ity  o f re sp o n d en ts  were u n fa m ilia r  
w ith  th e  d ia p e r  s e r v ic e  co n cep t. S e v e ra l re sp o n d en ts  to  th e  survey 
were n o t aware o f  th e  fu n c tio n  o f a d ia p e r  s e r v ic e .  O thers wanted more 
in fo rm a tio n  on th e  s e rv ic e  and found i t  to  be q u i te  advantageous and 
com patib le  w ith  t h e i r  d ia p e r in g  re q u ire m e n ts . T h e re fo re , an a c t iv e  
and e d u c a tio n a l a d v e r t is in g  program , as  developed  in  t h i s  c h a p te r , i s  
needed to  a c q u a in t th e  p u b lic  w ith  a d ia p e r  s e r v ic e .
The most im p o rtan t a sp e c t o f t h i s  a d v e r t is in g  campaign should  
be i n i t i a l  exposure  w ith  maximum g e n e ra tio n  o f  in fo rm a tio n  a t  th e  low est 
c o s t .  R e a liz in g  th a t  a s p e c i f ic  ta r g e t  m arket o f l im ite d  d u ra tio n  
w i l l  e x i s t ,  th e  ty p e s  o f p ro m o tio n a l a c t i v i t i e s  must be examined c a re ­
f u l ly  in  term s o f  c o s t  v e rsu s  b e n e f i t  r e l a t io n s h ip s .
P o te n t ia l  S t r a te g ie s  and T a c tic s
Radio and t e le v is io n  can be im m ediate ly  e lim in a te d  fo r  two 
re a so n s . The f i r s t  i s  c o s t and th e  second i s  t h a t  th e re  would be 
no a ssu ran ce  th a t  th e  p o te n t i a l  m arket would be reached  a t  th e  tim e 
when th e  d ia p e r  s e r v ic e  would be needed. I t  must be emphasized th a t  
m others need on ly  be inform ed o f th e  e x is te n c e  o f th e  d ia p e r  s e rv ic e  
and then  p rov ided  w ith  b a s ic  c o s t  and s e r v ic e  in fo rm a tio n . The m other
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i s  then  in  a p o s i t io n  to  make h e r  d ic is io n .  O bviously , ra d io  and 
te le v i s io n  could r e a d i ly  p ro v id e  th e se  in fo rm a tio n a l s p e c i f ic s ,  b u t 
th e  o v e ra l l  b e n e f i ts  may n o t be j u s t i f i e d  by th e  expense.
Less expensive b u t more d i r e c t  means o f prom otion a re  a v a i la b le .  
E x ten siv e  use  o f e a s i ly  d i s t r ib u te d  l i t e r a t u r e  cou ld  p rov ide  maximum 
exposure a t  app rox im ate ly  th e  p ro p e r tim e . A b a s ic  prom otional package 
would be com piled and c o n s is t  o f th e  fo llo w in g ; (1) an in tro d u c to ry  
l e t t e r  s im ila r  to  th a t  shown in  F igu re  8 ; (2) a re v ise d  c o s t compari­
son c h a r t  modeled a f t e r  t h a t  p re sen ted  in  F igu re  5 , and developed in  
T ables 2 and 3; (3) a p re p a id  b u s in e ss  re p ly  c a rd , i l l u s t r a t e d  in  
F ig u re  7; and (4) in fo rm a tio n a l pam phlets and co p ies  of m edical jo u rn a l 
e x t r a c t s ,  p re se n te d  in  F ig u re  9. Packages would then  be d is t r ib u te d  
to  in f a n t  shops, h o s p i t a l s ,  p r e - n a ta l  c la s s e s ,  and o f f ic e s  o f bo th  
o b s te t r ic ia n s  and p e d ia t r i c ia n s .
Monthly draw ings p ro v id in g  two f r e e  weeks o f d ia p e r  s e rv ic e  
to  th e  w inner would be e s ta b lis h e d  a t  s e v e ra l  in f a n t  shops. A rrange­
ments could be made w ith  th e  owners to  promote th e  c o n te s t  and p rov ide  
custom ers w ith  p rom otional in fo rm a tio n . This program would e s ta b l i s h  
c o n ta c t w ith  bo th  th e  e x p ec ta n t and re c e n t m other.
Arrangem ents have been e s ta b lis h e d  w ith  in s t r u c to r s  o f p re ­
n a ta l  c la s s e s  to  supply  th e  p rom otional packages to  ex p ec tan t m others. 
LaMaze, Columbus, and Deaconess c la s s e s  would be in v o lv ed . S ince th e se  
c la s s e s  a re  conducted app rox im ate ly  one to  two months p r io r  to  d e l iv e ry  
d a te s ,  th e  m other could  have th e  advance in fo rm atio n  n ecessa ry  to  con­
s id e r  th e  d ia p e r  s e r v ic e .  The d ia p e r  s e rv ic e  management may a ls o  w ish 
to  p re se n t le c tu r e s  a t  th e se  c la s s e s .
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TABLE 3
BRAND NAME DISPOSABLE DIAPER COSTS
D iaper Brand and Type B S K A AverageP r ic e
Pampers
Newborn (30 )(6 -1 1  lb s )  
Daytime (30)(11-16  lb s )  
O vern ight (12)(11 -23  lb s )  






















Newborn (3 0 ) (up to  11 lb s )  
Daytime O 0 )(o v e r  11 lb s )  
O vernight (1 2 ) (over 11 lb s )  


























Malmstrom A ir Force Base Exchange
Skaggs Drug C en ter
K-Mart
A lb e rtso n s
K-Mart does n o t s to c k  K im bles, b u t c a r r ie s  I t s  own brand 
In s te a d . Due to  q u a n t i ty  d i f f e r e n c e s ,  K-Mart brand p r ic e s  
were n o t Inc luded  In  th e  av erag e  p r ic e .  However, Kimbles 
p r ic e s  a t  Shop'N J o t  w ere s u b s t i tu te d .
58
D uring h e r  h o s p i ta l  s ta y ,  th e  m other i s  u su a lly  p re sen te d  a 
com plim entary g i f t  package com prised o f p ro d u c ts  from such companies 
as P ro c to r  & Gamble, Johnson & Johnson, and G erber. The d ia p e r s e rv ic e  
p rom otional package could a lso  be in c lu d ed  in  t h i s  package. The pack­
age may be th e  m other’ s f i r s t  exposure to  th e  d ia p e r  s e rv ic e  o r perhaps 
she had a lre a d y  known about i t .  In  e i t h e r  c a s e , th e  package m ight prompt 
h e r to  use th e  d ia p e r  s e rv ic e . An added in c e n t iv e  would be p rov ided  
by o f fe r in g  th e  f i r s t  fo u r weeks o f  s e rv ic e  fo r  th e  p r ic e  of th re e . 
Mothers a re  n a tu r a l ly  concerned w ith  d ia p e r in g  needs a f t e r  le av in g  th e  
h o s p i ta l  and any in d e c is io n  concern ing  th e  d ia p e r  s e rv ic e  may be fav o r­
ab ly  in f lu e n c e d  by th e  l i t e r a t u r e .  A fo llo w  up phone c a l l  made to  th e  
mother a f t e r  d isch a rg e  m ight be th e  conv incing  f a c to r  in  some c a se s .
O b s te tr ic ia n s  and p e d ia t r ic ia n s  were co n tac ted  to  o b ta in  t h e i r  
views about th e  s e rv ic e .  They were convinced th a t  a d ia p e r s e rv ic e  
p ro v id es  a d ia p e r  of su p e r io r  a n t i s e p t i c  q u a l i ty  to  th a t  o f home 
laundered  o r  d isp o sa b le  d ia p e r s . O b s te tr ic ia n s  could m a in ta in  cop ies 
o f the  p rom otional package and d isc u ss  advan tages o f th e  d ia p e r  s e rv ic e  
w ith  m others. One p e d ia t r ic ia n  was convinced th a t  im proper home la u n d e r-  
and d isp o sa b le s  were m ajor causes o f d ia p e r  ra s h . He s ta te d  th a t  he 
would be v e ry  w i l l in g  to  encourage m o th ers , w ith  b ab ies  having  d ia p e r 
ra sh  problem s, to  t r y  the  d ia p e r  s e r v ic e .  This p ro fe s s io n a l sup p o rt 
would be an in v a lu a b le  p rom otional to o l .
U ndoubtedly, th e  Yellow Pages o f th e  te lep h o n e  d ire c to ry  appear 
to  be th e  most p ro d u c tiv e  method on a c o n tin u a l b a s is .  This i s  where 
most m others would d i r e c t  any i n i t i a l  in q u iry . The c o s t of a b u s in ess  
phone i s  $20,00 p e r month and in c lu d e s  a l i s t i n g  in  th e  w h ite  pages p lu s  
a s tan d a rd  sm all p r in t  l i s t i n g  in  th e  Yellow Pages. For an a d d i t io n a l
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$5.30 p e r  month, a o n e -h a lf  inch  b lo ck  ad v ertisem en t w ith  bo ld  p r in t  
can be o b ta in e d . This ty p e  o f l i s t i n g  a llow s a co n cise  d e s c r ip t io n  o f 
th e  s e rv ic e  and would be more in fo rm a tiv e . For an a d d i t io n a l  $8.05 
p e r month, a  o n e-inch  b lo ck  ad v ertisem en t could  be used to  p ro v id e  even 
more in fo rm atio n  and exposu re . However, th e  o n e -h a lf  in ch  ad v ertisem en t 
would be s a t i s f a c to r y  and b r in g  th e  t o t a l  m onthly charge to  $25.30 , o r  
$303.60 a n n u a lly .
An o c c a s io n a l ad v e rtisem en t in  e i th e r  th e  Consumer's P re ss  o r 
Minuteman m ight a ls o  b roaden  the  exposure o f th e  d ia p e r  s e rv ic e .  A f i f ­
te en  word o r  l e s s  s e rv ic e  ad v ertisem en t in  th e  P ress  c o s ts  $1 .00 . The 
la r g e r  b lo c k -ty p e  d e s c r ip t iv e  ad v e rtisem en ts  used p r im a ri ly  by b u s in e sse s  
a re  $6.00 fo r  a 3% x 1̂ $ in ch  b lo ck  (one column inch) o r $12.00 fo r  a 
3% X 2 inch  b lo ck  (two column in c h e s ) . The Minuteman charges $8.75 
and $17.50 r e s p e c t iv e ly ,  fo r  s im ila r  coverage .
KARR-KOPR ra d io  s t a t i o n  o f f e r s  a coupon package p ro v id in g  a 
v a r ie ty  o f s e rv ic e s  and purchase s p e c ia ls  va lued  a t  c o n sid e rab ly  more 
than  th e  o r ig in a l  pu rchase  p r ic e  o f $20.00. A s p e c ia l  d ia p e r  s e rv ic e  
o f f e r  shou ld  do w e ll and ga in  p u b lic  a t t e n t io n  through th i s  method.
Membership in  th e  N a tio n a l I n s t i t u t e  of In fa n t S e rv ice s  (NIIS) 
would be a p p lie d  fo r  w ith  th e  forms p rov ided  in  F igure  14. E ducating  
th e  p u b lic  on th e  im portance of t h i s  membership and a c c r e d i ta t io n  must 
a lso  be s t r e s s e d .  The f a c t  th a t  th e  s e rv ic e  i s  f u l l y  a c c re d ite d  by a 
n a t io n a l  o rg a n iz a tio n  shou ld  d e f in i te ly  a id  in  e s ta b l is h in g  custom er 
t r u s t  and co n fid en ce .
In  a d d itio n  to  th o se  types o f prom otion re q u ir in g  a cash  o u t­
la y ,  some a re  e s s e n t i a l ly  f r e e .  The most s ig n i f ic a n t  o f th e se  i s  word 
o f mouth recommendations from p re s e n t and p ro sp e c tiv e  custom ers.
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NATIONAL INSTITUTE OF INFANT SERVICES 
2017 Walnut S t r e e t  
P h ila d e lp h ia ,  P ennsy lvan ia  19103 
Phone: 215/LO 9-3650
TO: The Board of D ire c to rs  o f th e  N a tio n a l I n s t i t u t e  o f In fa n t S e rv ices
I  hereby apply fo r  membership and e n c lo se  my check in  th e  amount o f $35 
i n i t i a t i o n  fe e . I  u n d ers tan d  th a t  i f  my a p p l ic a t io n  i s  approved, upon 
becoming a member I  w i l l  have th e  p r iv i le g e  o f using  th e  NIIS s e a l ,  and 
I  ag ree  to  cease  and d e s i s t  any use  of t h a t  s e a l  should I ,  fo r  any re a ­
son, cease  to  be a member o f th e  N IIS .
D ate:_______________________________ By:________________________________________
Proposed By:_______________________  T i t l e :
Approved By:_______________________  F irm :_
Date of A pproval:  S t r e e t  A ddress :
Customer Count on S aturday  ZIP:
December 29, 1973;_________________
Dues in  th e  N a tio n a l I n s t i t u t e  o f In fa n t  S e rv ices
SCHEDULE
$.65 p e r custom er p e r y e a r , p lu s  
$310 -  fo r  s e rv ic e s  w ith  custom ers up to  999 custom ers 
$280 -  fo r  s e rv ic e s  w ith  1,000 to  1,499 custom ers
$250 -  fo r  s e rv ic e s  w ith  1,500 to  1 ,999 custom ers
$220 -  fo r  s e rv ic e s  w ith  2,000 to  2,999 custom ers
$190 -  fo r  s e rv ic e s  w ith  3,000 to  3,999 custom ers
$160 -  fo r  s e rv ic e s  w ith  4,000 custom ers and over
Minimum Annual Dues $500 -  (293 custom ers)
Maximum Annual Dues $3,250 -  (4 ,754 custom ers)
NOTE: Dues a re  in c lu s iv e  of a l l  re g u la r
a s s o c ia t io n  c o s ts ,  in c lu d in g  th e  
fe e  fo r  m onthly la b o ra to ry  t e s t in g .
GERIATRIC SCHEDULE
Member firm s who supply  a G e r ia t r ic  S e rv ice  to  n u rs in g  
homes and o th e r  i n s t i t u t i o n s  must pay annual dues equal 
to  $1 p e r thousand d o l la r s  o f t o t a l  annual s a le s  volume 
fo r  G e r ia t r ic  S e rv ic e s .
Minimum Annual Dues: $10 -  Maximum Annual Dues: $500
D o lla r S a le s  Volume fo r  G e r ia t r ic
S e rv ices  as o f S a tu rday , December 29, 1973 -  $__________
F ig . 1 3 .—N atio n a l I n s t i t u t e  of In fa n t  S e rv ic e s  a p p l ic a t io n  and q u estio n ­
n a ir e .
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NIIS MEMBERSHIP APPLICATION QUESTIONNAIRE 
(A ll A p p lic an ts  Must F i l l  Out)
I .  EQUIPMENT -
a . C apacity  of w asher(s)_
b. Type o f w ash er(s) -  (open, puIIm an, y -p o ck e t, e t c . )
c . Make o f w ash e r(s )______________________________________
d. Number of lo ad s  washed p er week_
I I .  WASHING PROCEDURE -
a . I s  a w ater s o f te n e r  used?
b. I s  an a n t i s e p t i c  used?_________ I f  so , brand name:_______________
c. L is t  wash form ula below :













I I I .  DELIVERY SCHEDULE -
a . Do you make re g u la r  d e l iv e r ie s  and p ick -up  a t  c u s to m er's  homes?____
b. How many tru c k s  do you o p e ra te?_______________
c. Are th e se  tru c k s  used e x c lu s iv e ly  fo r  d ia p e r se rv ic e ?  I f  n o t ,
e x p la in _______________________________________________________________
d. Do you have any cash  and c a r ry  b u s in ess?   I f  so , what p e rcen t of
T o ta l?____________ .
F ig . 1 3 .—C ontinued.
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A q u a l i ty  p ro d u c t and s e rv ic e  would a lso  c o n s t i tu te  a form of 
prom otion. I t  I s  obvious th a t  a s a t i s f i e d  custom er w i l l  con tin u e  th e  
s e rv ic e  w hereas a d i s s a t i s f i e d  one w i l l  n o t.
The f i r m 's  name on d e liv e ry  tru c k s  could se rv e  as  m obile adver­
t i s i n g  re q u ir in g  only  th e  I n i t i a l  expense.
A g i f t  c e r t i f i c a t e  program would se rv e  as an I n d i r e c t  means of 
a t t r a c t i n g  new custom ers. The p u rch ase r o f the  c e r t i f i c a t e  se rv es  a 
u s e fu l purpose by In tro d u c in g  th e  r e c ip ie n t  to  th e  d ia p e r  s e rv ic e . The 
r e c ip ie n t  may n o t be aware o f th e  d ia p e r  s e rv ic e  o r  be undecided about 
u s in g  I t .  N e v e rth e le s s , th e  g i f t  c e r t i f i c a t e  p ro v id es  h e r  w ith  a c o s t -  
f r e e  t r i a l  p e r io d . I t  I s  d u rin g  t h i s  s h o r t  p e rio d , u s u a lly  a week o r 
two, th a t  th e  d ia p e r  s e rv ic e  e i t h e r  r e ta in s  o r lo s e s  t h i s  custom er 
through I t s  perform ance.
C om petition and R ela ted  C o n sid era tio n s
The absence o f co m p etitio n  becomes very  advantageous from a 
prom otional s ta n d p o in t. P u b lic  aw areness must be ach ieved  b u t must a lso  
be accompanied by custom er s a t i s f a c t i o n .  A lthough e f f e c t iv e  adver­
t i s i n g  I s  c e r ta in ly  a n e c e s s i ty ,  a q u a l i ty  d iap e r s e rv ic e  w i l l .  I t s e l f ,  
a c t  as a fo rm idab le  r e s t r a i n t  on fu tu r e  co m p etitio n . A f te r  an e f f e c t iv e  
prom otional program has been e s ta b l is h e d , more tim e I s  a v a i la b le  fo r  




P re fe ra b ly , th e  d ia p e r s e rv ic e  should  be developed as e i th e r  a 
p ro p r ie to r s h ip  o r c o rp o ra tio n  w ith  a t t e n t io n  g iven  to  th e  v a rio u s  tax  
c o n s id e ra tio n s  o f each. S ince th e  amount o f income a v a i la b le  fo r  
re in v estm en t i s  c lo se ly  r e la te d  to  ta x a t io n  o f e a rn in g s , th e  ta x  r a t e  
ap p lied  to  a g iven  income stream  becomes a c r i t i c a l  f a c to r .
The m arg ina l ta x  r a te s  a p p lie d  to  in d iv id u a ls  range from 14 
p e rcen t to  70 p e rc e n t whereas th e  m arg in a l ta x  r a te s  a p p lie d  to  co rpo r­
a te  incomes a re  e i t h e r  22 p e rc en t o r  48 p e rc e n t. A ll income under 
$25,000 i s  taxed  a t  22 p e rc en t w ith  a 26 p e rc en t s u r ta x  ap p lied  to  income 
over th a t  amount. According to  th e  1975 ta x  r a t e  schedu le  Y, a m arried  
taxpayer f i l i n g  a j o i n t  r e tu rn  pays 22 p e rc e n t o r more when annual 
ta x ab le  income exceeds $8,000. He reach es  th e  48 p e rc e n t m arg inal ta x  
b rack e t when ta x a b le  income exceeds $44,000. T h e re fo re , th e  co rp o ra te  
e n t i ty  may ap pea l to  th e  tax p ay e r e a rn in g  incomes s u b je c t in g  him to  ta x  
b ra c k e ts  exceeding 22 p e rcen t o r 48 p e rc e n t . I t  th en  becomes p o s s ib le  
to  maximize income by s p l i t t i n g  an income stream  betw een a c o rp o ra tio n  
and an in d iv id u a l  even a t  low income l e v e l s .
One may have doubts about th e  c o rp o ra te  form c o n s id e rin g  th a t  
th e  income i s  s u b je c t to  double ta x a t io n .  I t  i s  t r u e  th a t  th e  income
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w i l l  be taxed  f i r s t  as th e  c o r p o r a t io n 's  ta x a b le  income and l a t e r  as 
d iv id en d s become a  p a r t  o f th e  s to c k  h o ld e r 's  ta x a b le  income. This 
problem  i s  r e a l  f o r  la r g e ,  p u b lic ly  owned c o rp o ra t io n s , b u t sm alle r 
c lo se ly  h e ld  f irm s  can circum vent th e  problem .
P erhaps th e  e a s ie s t  method o f avo idance  i s  fo r  th e  owner to  
pay h im se lf a s a la r y  fo r  h is  s e r v ic e  in  th e  c o rp o ra tio n . F urtherm ore, 
th e  s a la ry  can  be u t i l i z e d  as  a c o rp o ra te  d ed u ctio n  fo r  income ta x  
pu rp o ses. The o n ly  r e s t r a i n t  i s  th a t  th e  s a la ry  be rea so n ab le  in  amount 
so i t  w i l l  be tax ed  only  once as p e rso n a l com pensation. O ther methods 
in c lu d e  r e n t in g  p ro p e r ty  from th e  owner and paying  him a reaso n ab le  
r e n t ,  paying  i n t e r e s t  on money borrowed from th e  owner, o r  paying a 
ro y a lty  fo r  th e  c o r p o r a t io n 's  use o f th e  ow ner's  p a te n t  o r co p y rig h t.
The amounts p a id  fo r  th e se  item s reduce  ta x a b le  income fo r  th e  co rp o r­
a t io n  by s e rv in g  a s  d ed u ctio n s  w h ile  in c re a s in g  th e  g ro ss  income fo r  
th e  owner.
In  u s in g  t h i s  c o rp o ra te  ta x  r a t e  s h e l t e r ,  th e  owner must be 
c au tio u s  to  avo id  th e  Accumulated E arn ings Tax i n s t i t u t e d  by Congress. 
This ta x  i s  in te n d e d  to  p rev en t in d iv id u a ls  from u s in g  th e  c o rp o ra te  
form fo r  th e  s o le  purpose of av o id in g  h ig h e r  p e rso n a l m arg ina l income 
ta x  b ra c k e ts .  Only un reaso n ab le  amounts above the  amount o f $100,000 
a re  s u b je c t to  th e  ta x . U su a lly , accum ula tions a re  n o t found to  be 
un reasonab le  i f  th e  owner i s  p u t t in g  them to  p roper u se . O bviously, 
t h i s  p e n a lty  w i l l  n o t a f f e c t  th e  d ia p e r  s e r v ic e  in  i t s  e a r ly  s tag e s  bu t 
may become a f a c to r  in  th e  f u tu r e .
Assuming a  b u s in ess  in c u rs  n e t o p e ra tin g  lo s s e s ,  as many new 
v e n tu re s  do, i t  i s  d e s ir a b le  th a t  i t  be o rgan ized  as a ta x  condu it 
r a th e r  th an  a s e p a ra te  ta x a b le  e n t i t y .  Any b u s in e ss  th a t  a n t ic ip a te s
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or a c tu a lly  ex p erien ces  f re q u e n t lo s s e s  i s  u su a lly  o rgan ized  as a 
p ro p r ie to r s h ip , p a r tn e r s h ip ,  o r S ub -chap ter S c o rp o ra tio n . This a llow s 
th e  owners maximum use o f ta x  lo s s e s  on t h e i r  p e rso n a l r e tu r n s .  A fte r  
meeting c e r ta in  q u a l i f i c a t io n s ,  a Sub-chap ter S c o rp o ra tio n  i s  o rgan ized  
as a c o rp o ra tio n  b u t taxed  as  an in d iv id u a l  o r p a r tn e r s h ip . Once th e  
ven tu re  becomes p r o f i t a b l e ,  th e  S ub-chap ter S e le c t io n  can be te rm in a ted  
to  take advantage o f c o rp o ra te  ta x  r a t e s .
The su g g es tio n  th a t  lo s s  o p e ra tio n s  be o rgan ized  as non co rp o ra te  
forms assumes th a t  th e  owner i s  in  a h ig h e r m arg inal ta x  b ra c k e t than  
th e  c o rp o ra tio n . I t  th en  becomes p re fe ra b le  to  o f f s e t  th e  lo s s  on h is  
own ta x ab le  income. On th e  o th e r  hand, a lo s s  c a r r ie d  back by a corp­
o ra tio n  to  o f f s e t  ta x a b le  income o f p r io r  y ea rs  taxed  a t  48 p e rcen t i s  
p re fe ra b le  to  u t i l i z i n g  th i s  same lo s s  a g a in s t  p e rso n a l income taxed  
a t  le s s  than  48 p e rc e n t.
A lo s s  occu ring  in  a s e p a ra te  co rp o ra te  e n t i ty  cannot be passed  
through to  th e  owner fo r  h is  p e rso n a l u se . I t  m ust, however, be used 
to  o f f s e t  p reced in g  o r subsequent income d e riv ed  by th e  c o rp o ra tio n .
For example, th e  lo s s  can be c a r r ie d  back th re e  y ears  a g a in s t  g ross 
income and t r e a te d  as a new d ed u c tio n , p o s s ib ly  r e s u l t in g  in  a re fu n d .
Any rem aining excess lo s s  i s  th en  a p p lie d  to  th e  second and im m ediately 
preceding  y e a r . I f  th a t  p ro cess  i s  in s u f f i c i e n t  to  absorb  th e  lo s s ,  i t  
can be c a r r ie d  forw ard to  o f f s e t  g ro ss  income earned in  th e  fo llo w in g  
f iv e  y e a rs .
The owner o f a p ro p r ie to r s h ip  i s  n o t g e n e ra lly  co n sidered  an 
employee of h is  b u s in e ss  fo r  ta x  p u rp o ses , b u t th e  owner o f a co rpo ra­
t io n  may be an employee. In  g e n e ra l , ta x  advantages accrue  to  employees 
th a t  a re  no t availabLe to  th e  se lf-em p lo y ed . As i s  th e  case  w ith  c lo s e ly
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held  c o rp o ra tio n s , th e  b e s t - o f - a l l - p o s s ib le  ta x  w orlds can be achieved 
through owner-employee s t a t u s .
L ocation
The e x ac t lo c a t io n  o f  th e  b u s in e ss  i s  n o t p a r t i c u la r ly  impor­
ta n t .  A lthough a c e n tr a l  lo c a t io n  w ith in  th e  c i ty  might be p re fe r re d  
from a l o g i s t i c s  s ta n d p o in t. Of g r e a te r  im portance i s  th e  re n t  th a t
w i l l  be p a id  and th e  term s o f th e  le a s e .  A s u i ta b le  b u ild in g  should
be a v a i la b le  from between $200 and $300 p e r  month w ith  a one to  th re e  
y ear le a s e . Depending on th e  b u ild in g , c e r ta in  i n t e r i o r  m o d if ica tio n s  
may be n ecessa ry  to  accomodate th e  equipm ent and d ia p e r p ro cess in g . 
I n i t i a l l y ,  le a s in g  i s  p re fe r re d  to  ground-up c o n s tru c tio n  o f a b u ild in g . 
As th e  s e rv ic e  become e s ta b lis h e d  and p r o f i t a b l e ,  c o n s id e ra tio n  can 
then  be given to  p o s s ib le  c o n s tru c tio n .
S ta rt-U p  C osts
D iapers @ $6.00 p e r  d o z ./7  dox. p e r custom er/200 custom ers $ 8,400 
Two Wascomat (50 l b . )  w a sh e r-e x tra c to rs  8,000
Two American (50 l b . )  gas d ry e rs  950
One d e liv e ry  tru c k  (used) 4,000
P la s t i c  d ia p e r  p a i l s  (100) 250
D iaper p a i l  l i n e r s  (6 ,000) 234
F u rn itu re  and c o n s tru c tio n  c o s ts  500
D eodorizer ta b s  90
$22,424
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F inancing  fo r  th e  s ta r t - u p  c o s ts  w i l l  be o b ta in ed  from the  
N orthw estern Bank. A t o t a l  lo an  o f $20,000 w i l l  be o b ta in ed  a t  an 
annual i n t e r e s t  r a t e  o f 11 p e rcen t fo r  a f iv e  y e a r p e r io d . The bank 
d e s ire s  th a t  20 p e rc e n t o f  th e  s ta r t - u p  c a p i t a l  be p rov ided  by th e  
owner. As a g e n e ra l r u l e ,  th e  bank w i l l  no t f in a n c e  100 p e rc en t o f 
the  s ta r t - u p  c a p i t a l  re q u ire d  fo r  a new b u s in e s s . With 100 p e rc e n t 
f in a n c in g , the  m onthly payment would be $550 p e r month on a maximum 
laon  of $25,000 in s te a d  o f  th e  $440 payment on th e  $20,000 amount.
The Small B usiness A d m in is tra tio n  (SBA) r e p re s e n ta t iv e  from 
H elena, Montana, was c o n tac te d  concern ing  th e  p o s s i b i l i t y  o f o b ta in in g  
more fav o rab le  SBA f in a n c in g  fo r  th e  v e n tu re . However, th e  SBA w i l l  
only in su re  th e  lo an  from a commercial so u rc e , n o t a c tu a l ly  i n s t i t u t e  
th e  loan  u n le ss  th e  borrow er was p re v io u s ly  den ied  f in a n c in g  by two 
commercial so u rc e s . T his p o lic y  allow s th e  SBA to  f in a n c e  th o se  v en tu re s  
deemed to  r is k y  by com m ercial banks. A p p aren tly , N orthw estern  a n t i c i ­
pated  th a t  th e  d ia p e r  s e rv ic e  would be a su cc e ss .
The Malmstrom F ed e ra l C red it Union was a ls o  c o n ta c te d , b u t i t  
does no t lend  fo r  com m ercial b u s in ess  p u rp o ses.
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P ro je c te d  Income S tatem ent 
Year ended December 31, 1977
S a les  (150 custom ers @ $ 4 .30/custom er/w eek $33,540
S e l l in g  and a d m in is tra t iv e  expense (F ig u re  15) 23.396
$10,144
Add o th e r  income: d isc o u n ts  earned
( I t  i s  a n t ic ip a te d  th a t  pu rchase  d isc o u n ts
earned  w i l l  average 2.0% o f g ross paym ents, 195
$9,774) ------------
$10,339
I n t e r e s t  expense: $20,000 @ 11% = $2,200
Rent ($ 300/month) = $3,600 5,800
Gross income $ 4,539
Taxes on income (assum ing c o rp o ra te  form) 999
Net income $ 3,540
F ig . 1 4 .— Pro Forma F in a n c ia l  P ro je c tio n s
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S e ll in g  and A d m in is tra tiv e  Expense Budget 
Year ended December 31, 1977
Owner s a la ry  $18,000
D ep rec ia tio n  on equipment (10 y e a r l i f e / s t r a i g h t
l i n e ,  sa lv ag e  v a lu e  ig n o red ) 1,295
In su rance  ($20,000 -  $25,000 in su re d  v a lu e )
l i a b i l i t y  = $ 42.00 ) Source; Farm er’s
f i r e  = $200.00 ) In su ran ce  Group
m edical = $ 7 .00  ) 249
Telephone 304
S upp lies 800
D eliv ery  expense (150 gal/mo @ $.55 p e r g a l)  990
A d v e rtis in g  175
NIIS dues 408
U t i l i t i e s  (gas and e l e c t r i c i t y )  700
R epairs and m aintenance 325
Bad d eb ts  and p i l f e r a g e  150
T o ta l f ix e d  and v a r ia b le  c o s ts  $23,396
F ig . 1 5 .— Cost P ro je c tio n s
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R eturn  on Investm en t
The form ula fo r  c a lc u la t in g  th e  r a t e  o f r e tu rn  on investm ent 
i s  as  fo llo w s :
Roi = pffXtE
in v estm en t
For purposes o f t h i s  s tu d y , t o t a l  in v estm en t, o r $25,000, 
w i l l  be used in  th e  form ula. This f ig u r e  more a c c u ra te ly  r e f l e c t s  
o v e r a l l  management perform ance on th e  combined bank loan  o f $20,000 
and ow n er's  e q u ity  o f  $5,000.
«°: - W tm  '
Break-Even A n a ly sis
The purpose  o f th e  b reak -ev en  a n a ly s is  i s  to  determ ine th e  
r e la t io n s h ip  betw een f ix e d  c o s t s ,  v a r ia b le  c o s ts ,  s a le s  volume, and 
t h e i r  subsequen t e f f e c t  on p r o f i t s .  The a n a ly s is  can determ ine e i th e r  
th e  d o l la r  amount o f  s a le s  volume o r th e  u n i t  s a le s  needed to  cover 
t o t a l  f ix e d  and v a r ia b le  c o s ts .  A ll  c o s ts  must be a c c u ra te ly  de fin ed  
in  o rd e r to  develop  a m eaningful b reak -ev en  p o in t .  S ince th e  u ltim a te  
revenue p roducing  p o te n t ia l  o f th e  d ia p e r  s e rv ic e  i s  d i r e c t ly  c o r r e l -  
la te d  to  th e  number o f custom ers, th e  a n a ly s is  w i l l  focus on th e  u n it  
s a le s  b reak -ev en  p o in t .  One u n i t  i s  th e  e q u iv a le n t o f one custom er fo r  
one y e a r .
The fo llo w in g  form ula w i l l  be used :
X = ^P-V
where X -  number o f u n i t s
P = annual revenue p e r custom er ($224)
V = annual v a r ia b le  c o s ts  p e r custom er 
F = f ix e d  c o s ts
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X = 'l '224 - f l  “  c u s to m e rs
In c lu d in g  an annual s a la ry  o f $18,000 in  th e  v a r ia b le  c o s t  
t o t a l  would change th e  b reak -even  p o in t as fo llo w s;
X = l i k - l t l  “ custom ers
Any co rresp o n d in g  d ecrease  in  s a la r y  o r o th e r  v a r ia b le  c o s ts  
would n a tu r a l ly  low er th e  b reak -even  p o in t .
The above a n a ly s is  was computed u s in g  th e  fo llo w in g  f ix e d  and 
v a r ia b le  c o s ts :
F ixed : $ 5 ,280 -  lo an  payment
3,600 -  r e n t  
1,295 -  d e p re c ia t io n  
249 -  in su ran ce  
304 -  te lephone 
408 -  NIIS dues
$11,136
V a ria b le : $ 800 -  su p p lie s
990 -  d e liv e ry  expense
175 -  a d v e r t is in g
700 -  u t i l i t i e s
325 -  r e p a i r s  and m aintenance
150 -  bad d eb ts  and p i l f e r a g e
$3,140
This $3,140 v a r ia b le  expense t o t a l  re p re s e n ts  $21.00 p e r 
custom er per y e a r assum ing expenses c a lc u la te d  fo r  150 custom ers.
In c lu d in g  a s a la ry  o f $18,000 p e r y e a r would in c re a s e  th e  
v a r ia b le  c o s ts  p e r custom er p e r  y ea r to  $141.00.
CONCLUSIONS AND RECOMMENDATIONS
C onclusions
Throughout th e  course  o f th i s  s tu d y , a l l  p o s s ib le  a sp e c ts  and 
c ircum stances a f f e c t in g  th e  e s ta b lish m e n t o f th e  d ia p e r  s e rv ic e  were 
re sea rch ed  to  th e  maximum e x te n t p o s s ib le .  The case  s tu d ie s  p rov ided  
th e  b a s is  from which th e  m arket a n a ly s is  and p rom otional requ irem en ts 
were developed. Undoubtedly, th e  most s u b s ta n t ia l  and encouraging  
f in d in g  in d ic a te d  the  e x is te n c e  o f a v ia b le  m arket. This f in d in g  a lone 
su p p o rts  th e  co n c lu s io n  th a t  th e  v e n tu re  i s  f e a s ib le  from a m arketing  
s ta n d p o in t. The p ro bab le  success o f th e  b u s in e ss  would u l t im a te ly  
depend on sound management, adequate and tim e ly  prom otion , q u a l i ty  
custom er s e r v ic e ,  and a p p ro p ria te  f in a n c in g .
With re a so n a b le  c e r ta in ty ,  i t  can be concluded th a t  th e  d ia p e r  
s e rv ic e  i s  a f e a s ib le  v en tu re  w ith  adequate  growth p o te n t ia l  w ith in  
G reat F a l l s  and Cascade County. In  th e  f u tu r e ,  bo th  Helena and B il l in g s  
could p ro v id e  lo c a t io n s  fo r  f ra n c h is e  o p e ra tio n s .
Recommendations
S ev e ra l le sso n s  were le a rn ed  from conducting  th e  case  s tu d ie s  
of U n iv e rsa l and Rock-A-Dry d ia p e r  s e r v ic e s .  These le s so n s  can be 
ap p lied  to  th e  e s ta b lish m e n t o f th e  proposed G reat F a l ls  d ia p e r  s e rv ic e .
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When th e  U n iv e rsa l case  study  was conducted , th e  management 
was u t i l i z i n g  th re e  days p e r week o r 60 p e rc e n t o f each week to  s e rv ic e  
only  50 Denver a re a  custom ers. The tim e devoted to  only  28 p e rc en t o f 
th e  t o t a l  custom er base  cou ld  have been b e t t e r  u t i l i z e d  to  a t t r a c t  new 
Boulder a re a  custom ers. This same m istake  should  n o t be rep ea ted  by 
th e  management o f  th e  proposed d ia p e r s e r v ic e .  A sound custom er base 
must be developed lo c a l ly  b e fo re  o th e r  a re a s  a re  co n sid e red  fo r  expan­
s io n . The a d d i t io n a l  d e liv e ry  c o s ts  a s s o c ia te d  w ith  o u t-o f-to w n  custom­
e rs  could  n o t be e f f e c t iv e ly  absorbed by th e  new v e n tu re .
N oting th a t  U n iv e rsa l experienced  a s t a in  rem oval problem  fo r  
i t s  d ia p e r s ,  th e  management o f th e  proposed d ia p e r  s e rv ic e  should  become 
a member o f th e  N a tio n a l I n s t i t u t e  o f In fa n t  S e rv ic e s . This membership 
would g ra n t th e  management access  to  a p ro fe s s io n a l  s t a f f  th a t  i s  s p e c i­
f i c a l l y  t r a in e d  to  re s o lv e  problem s o f t h i s  ty p e .
A ccura te  f in a n c ia l  re co rd  m aintenance i s  a must fo r  th e  proposed 
d ia p e r s e r v ic e .  I f  th e  management i s  unab le  to  p re p a re  y ear-en d  f in a n ­
c i a l  s ta te m e n ts , an acco u n tin g  firm  should  be employed. A lthough r e c e ip ts  
and vouchers were being  re ta in e d  by U n iv e rsa l, no f in a n c ia l  s ta tem en ts  
were g en era ted  fo r  c o n tro l pu rposes. I f  a u d ite d . U n iv e rsa l could be 
in  a p re c a r io u s  s i tu a t io n .  The management o f th e  proposed d ia p e r  s e rv ic e  
must always be in  a p o s i t io n  to  j u s t i f y  and su p p o rt i t s  f in a n c ia l  t r a n s ­
a c t io n s .
The management of Rock-A-Dry has e s ta b l is h e d  an e x ten s iv e  program 
to  m ail p rom otional l i t e r a t u r e  to  p ro sp e c tiv e  custom ers. The program i s  
both  tim e and c o s t consuming. I t  i s  recommended th a t  th e  management o f 
the  proposed d ia p e r  s e rv ic e  p la c e  t h i s  same type  of l i t e r a t u r e ,  in  th e  
form o f p rom otional packages, in  h o s p i ta ls  and baby shops. This method
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would be s u b s ta n t ia l ly  l e s s  expensive  and th e  package would be d i r e c t l y  
a v a ila b le  to  ex p ec tan t m o th ers . D uring th e i r  s ta y  a t  th e  h o s p i ta l ,  
m others could review  th e  package a t  t h e i r  l e i s u r e .  This new tech n iq u e  
could be e a s i ly  accom plished w ith  minimum a s s is ta n c e  from h o s p i ta l  
a d m in is tra to rs  and shop ow ners. The prom otional packages may even 
Improve exposure through placem ent a t  more a p p ro p r ia te  lo c a t io n s .
A c o n te s t ,  s im i la r  to  th a t  of Rock-A-Dry, o f fe r in g  one m onth 's  
f r e e  d ia p e r  s e rv ic e  should  be developed . However, th e  new prom otional 
packages would e lim in a te  th e  need fo r  fo llow -on  m all c o n ta c t w ith  th e  
e n tra n ts  re q u ire d  by th e  Rock-A-Dry p rocedure. The end r e s u l t  would 
be bo th  tim e and c o s t  re d u c tio n s  when compared to  th e  Rock-A-Dry method.
Since th e  management of th e  proposed d ia p e r  s e rv ic e  would be 
se lf-em p loyed , some form of r e t ire m e n t p lan  should be c o n s id e red .
Perhaps th e  most a p p ro p r ia te  p lan  would be the  In d iv id u a l R etirem ent 
Account (IRA). C o n trib u tio n s  to  th e  account a re  considered  as an 
ad justm ent to  Income and a re  not taxed  u n t i l  w ithdraw n, u s u a lly  a t  
re t ire m e n t. The advantage of th e  IRA Is  th a t  ta x es  a re  d e fe rre d  u n t i l  
th e  funds a re  w ithdraw n upon re t i r e m e n t .  For most p eo p le , t h e i r  
re tire m e n t age m arg ina l ta x  b ra c k e t w i l l  be co n sid e rab ly  lower than  
th a t  of p r io r  y e a rs . The a s s o c ia te d  d ecrea se  In  ta x  l i a b i l i t y  Is  
o b v io u s .
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